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Teachers Hear Both Sides Of 


Regulation, Curriculum Issues 


By R. R. CUSCADEN 


The academic side of insurance re- 
ceived a full two-day airing this week 
as American Assn. of University 
Teachers of Insurance held its an- 
nual meeting in Chicago. 

Topics under discussion ranged 
from those within the ivy walls (in- 
surance curricula) to those without 
(state vs federal regulation). It was 
perhaps this wide diversification of 
subjects which made for so many 
well-attended sessions. It will certain- 
}ly make for much additional discus- 
‘sion when the teachers return to 

‘their various and far-flung campuses. 
} Dan McGill, University of Penn- 
| sylvania, succeeded William T. Bead- 
les, Illinois Wesleyan, as_ president, 
and J. Edward Hedges, Indiana Uni- 
versity, moved up to Ist vice-presi- 
dent. Other officers elected were: 
Davis W. Gregg, American College, 
2nd vice-president; Kenneth W. Her- 





Ludington Joins 
Grain Assn. As 
Assistant Manager 


Frank L. Ludington has joined Un- 
derwriters Grain Assn. of Chicago as 
assistant manager. 
Grain Assn. has 
expanded its un- 
derwriting scope 
and its operating 
territory. Mr. Lud- 
ington will spend 
considerable time 
traveling so the 
association will be 
able to give per- 
sonal attention to 
new and old risks. 

After graduat- 
ing from college in 
41926, Mr. Ludington went with Middle 
)Department Rating Assn. He joined 
HAtlas as special agent in Pennsyl- 
vania in 1932, was transferred to the 
western department at Chicago in 1939, 
and became manager in the west in 
1942, a position he held until Dec. 31, 
1958. 

Mr. Ludington from 1953 to 1957 was 
president of the Grain Assn. and a 
Member of its executive committee. 
In addition he has served on commit- 
tees of Western Underwriters Assn., 
Western Actuarial Bureau, National 
Automobile Underwriters Assn., Fac- 
tory Insurance Assn., Underwriters 
Salvage Co., and Underwriters Adjust- 
ing Co. 





' Frank L. Ludington 


Kemper Group Names Koebel 


' Carl H. Koebel has been elected an 
assistant secretary of American Manu- 
facturers Mutual of the Kemper group. 
bing with Kemper in 1923 Mr. Koebel 
now procedures manager for the 
companies’ fire insurance division. 


XUM 


rick, Texas Christian, secretary-treas- 
urer (reelected); Kenneth Black Jr., 
Georgia State, active committee mem- 
ber, and Chester M. Kellogg, A. M. 
Best Co., associate committee member. 

Monday afternoon featured just two 
speakers, but as they represented 
diametrically opposite poles of opin- 
ion, their listeners did not lack a full 
afternoon of interest. Although not 
billed as such, Victor Hansen, U. S. 
Department of Justice, defended the 
federal government’s investigation in- 
to insurance regulation, and Joseph 
S. Gerber, Illinois director of insur- 
ance, took the states’ part. 


Explains Government Interest 


Mr. Hansen said that insurance is 
receiving such great attention because 
of its importance to the nation. Safe- 
guards must be taken in the public’s 
interest. The anti-trust department 
has no inclination or desire to en- 
croach upon those rights which prop- 


erly belong to the states; it simply 
wishes to protect the entire industry. 
Nevertheless, state regulation must be 
constitutionally legal, Mr. Hansen 
warned. 

The current merger activity is re- 
ceiving a good deal of attention from 
federal regulatory bodies because a 
serious threat is posed if many small 
companies are bought up and com- 
petition is thus stifled, the speaker 
said. The central concern is with the 
nature of the merger or acquisition, 
and whether the state involved has 
enacted the necessary insurance laws. 
Only mergers and acquisitions in 
states not having such laws are sub- 
ject to review. However, only a 
minority of states have enacted these 
laws, Mr. Hansen noted. 

After commenting that the post of 
commissioner is not always a happy 
one (which elicited a knowing 
chuckle from his audience), Mr. Ger- 


(CONTINUED ON PAGE 23) 





Cal. Agents File 
Anti-Trust Suit 
On Commissions 


California League of Independent 
Producers on Dec. 30 filed the long 
threatened anti-trust suit against seven 
of the companies writing auto insur- 
ance in the state. The charge is that 
the companies conspired in violation 
of the laws to reduce commissions on 
auto insurance. Suit was brought by 
472 agents against their principals. 
Named defendents are Aetna Casualty, 
Fireman’s Fund Indemnity, Great 
American Indemnity, Travelers, Pac- 
ific Indemnity, Royal Indemnity, and 
United Pacific. CLIP was formed 
by members of California Assn. 
of Insurance Agents and some non- 
members, supported by individual 
contributions, to haul the insurance 
companies into federal court over the 
question of commissions. 


Revise Auto Rates In 
Ohio, Idaho And Montana 


National Bureau and National Auto- 
mobile Underwriters Assn. revised 
automobile rates in Ohio, Idaho and 
Montana, effective Dec. 31, 1958. 

In Ohio, liability increases for pri- 
vate passenger cars with no male op- 
erators under 25 ranged as high as 
$13 to $20 in Akron, and $9 to $14 
in suburbs; $12 to $19 in Cleveland, 
and $9 to $14 in syburbs; and $12 to 
$18 in Youngstown and_= suburban 
areas. In other areas, increases ranged 
from $2 to $15. Portsmouth had a 
reduction of from $6 to $9. For cars 
with male operators under 25, in- 
creases and reductions were larger 
statewide. 

On commercial cars there was an 
average statewide liability increase of 
10% and a reduction of 12.5% for 

(CONTINUED ON PAGE 22) 


Political Intrigue 
Over Auto Rates Is 
Hit By Northington 


Arch E. Northington, who resigned 
last week as Tennessee commissioner, 
did so just prior to a hearing on auto 
rates. He made a statement calling off 
the hearing until Jan. 5 and announcing 
his resignation as follows: 

“This hearing is hereby continued 
for further proceedings in this room on 
Jan. 5, 1959. This action has been taken 
for two reasons: First, because I am 
now disqualifying myself to conduct 
this hearing for reasons which I will 
state later; second, because I propose 
to resign as commissioner of insurance, 

(CONTINUED ON PAGE 22) 


America Fore 
Buys Yorkshire 
U.S. Insurers 


Alan Robinson To Stay As 
President Of Yorkshire Of 
New York, Seaboard F.&M. 


Direct business of Yorkshire group 
in the United States will be assumed 
Dec. 31 by America Fore. All the out- 
standing shares of Yorkshire of New 
York, wholly owned subsidiary of 
Yorkshire of England, and the stock 
of Seaboard F.&M. owned by York- 
shire of England will pass to America 
Fore. 

Yorkshire of England, which has 
been in the U. S. more than half a 
century, will retain an interest in 
U. S. business by way of reinsur- 
ance and in association with America 
Fore Loyalty group. 

Alan O. Robinson, president of 
Yorkshire of New York and Seaboard 
F.&M., will continue in that post. The 
announcement states that “the official 
staff and organization will remain in- 
tact. Negotiations between Yorkshire 
of England and America Fore man- 
agements include provisions for the 
staff of the acquired companies and 
opportunity on individual merits.” 

Assumption of the Yorkshire compa- 
nies and their business is “subject to 
whatever legal or regulatory provi- 
sions are necessary or advisable.” Al- 
so, it was not announced last week 
which company of America Fore 
would acquire the stock in the two 
insurers. 


Hults In N. Y. Auto Post 


Gov.-elect Rockefeller of New York 
has appointed State Sen. William S. 
Hults as commissioner of motor ve- 
hicles. Mr. Hults heads the Hults & 
Steur agency of Port Washington, N. Y. 





Kenneth E. 
Black, president of 
Home, Edward 
Murray, president 
of the '59 Maiden 
Lane Club, com- 
pany employe 
group, and Com- 
missioner James B. 
N olan, executive 
director of New 
York Police Ath- 
letic League, left 
to right, with two 
of the city’s thou- 
sands of children 
who received 
Christmas toys do- 
nated by employes 
for the 10th 
straight year. 
More than 25,000 
toys were presen- 
distributed to pre- 
cinct stations for 
presentation to 
children on 

Christmas Eve. 





Larson Rejects 
Bureau Filing 
On Auto Rates 


Commissioner 
has disapproved a filing by National 
Bureau of Casualty Underwriters for a 
statewide average increase of 26.3% in 


Larson of Florida 


private passenger liability rates. He 
held that companies represented by the 
bureau carry less than 50% of this type 
of coverage in the state and that bureau 
figures to support the rate increase 
were therefore inadequate. 

William Leslie Jr., general manager 
of the bureau, said a request would be 
made for a hearing to renew the rate 
rise request. 


Securities Men Told 
Lineup Of St. Louis 
Insurance Group 


Walter E. Burtelow, president of 
General Contract Finance Corp., ad- 
dressing New York Society of Security 
Analysts, described the ownership 
status of the St. Louis insurance group 
under General Contract Finance Corp., 
the “spin-off” of General Bancshares 
Corp. by virtue of the bank holding 
company act of 1956. 

General Contract Finance Corp. will 
own 99.9% of Securities Investment 
Co., he said. It was acquired in 
1952 through an exchange of stock 
when its net worth was $3% million. 
The parent company, General Contract 
Finance, will also own 100% of Wash- 
ington F.&M. and 50% of Midwestern 
F.&M. and Ins. Co. of St. Louis. He 
described the history of General Con- 
tract in the insurance field as “in- 
triguing.” 

The corporation was forced into in- 
surance because of a_ shortage of 
underwriting capacity in the 1930s and 
40s, he said. The first company was 
organized in 1940. During the war, 
when automobiles were out of produc- 
tion, the insurers developed a consid- 
erable amount of business on dwell- 
ings, and there has been a continued 
growth in this operation. The com- 
‘panies are licensed in 45 states, and 
for the past five years have shown a 
combined loss and expense ratio ever- 
aging 93%. He estimated the compan- 
ies will earn $500,000 in 1958. 

Securities Investment Co. will own 
100% of Mercury Life which becomes 
operative Jan. 2. This company, Mr. 
Burtelow said, will provide credit life 
for individuals purchasing any kind 
of merchandise on the installment 
plan or making personal loans. 


Suspicion Of WC Injury 
Equal To Notice In N. J. 


The appellate division of the New 
Jersey state superior court has ruled, 
in a workmen’s compensation appeal, 
that employers who have a suspicion 
that a worker has been injured on a 
job are “assumed to be on notice,” 
even though the worker does not of- 
ficially notify them of the accident. 

The ruling resulted from a case in- 
volving a school janitor who injured 
a toe movingadesk. The _ injury 
seemed minor and he treated the toe 
himself. Although the janitor did not 
report the accident, the school princi- 
pal was aware of it, and admitted 
inquiring about his condition at the 
time. No work time was lost until 
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several months later when the janitor 
consulted a doctor and had to have the 
toe amputated. 

The question at issue in the case 
was whether the school authorities 
had been notified within the statutory 
90 days. The court’s opinion declared 
that it is not necessary to decide 
whether the school principal had ac- 
tual notice of the accident because 
the principal admitted asking the jan- 
itor “how his toe was coming along,” 
shortly after the accident. This, the 
court ruled, putthe principal on 
notice well within the 90 day period. 
“If the employer or its agent, the 
school principal, was aware of some 
injury or condition which may have 
resulted from the job, the employer 
is assumed to be on notice and should 
satisify its suspicions by questioning 
the employe,” the court said. 


Recommendations 


For A&S Man Of 
Year Are Sought 


February marks the opening efforts 
of the Harold R. Gordon memorial 
award committee to seek recommen- 
dations from the A&S business for its 
llth annual man of the year award. 

The award, presented jointly by 
International Assn. of A&S Under- 
writers and Chicago A&H Assn. each 
year at the international convention, 
is a memorial to the late Harold R. 
Gordon of Chicago. This year’s recip- 
ient will be feted at the French Lick, 
Ind., meeting June 14-17. 

The award committee, meeting in 
Chicago recently, has announced a 
change in selecting the “A&S Man of 
the Year.” Previously nomination bal- 
lots had been accepted by the com- 
mittee. In 1959, individuals in the 
A&S industry and related fields will 
be asked to help the committee with 
its selection by making a recommenda- 
tion supported by substantial reasons. 
The committee wants to uncover wor- 
thy candidates whose accomplishments 
may not have been too widely pub- 
licized because of the growing com- 
plexity and size of the A&S business. 

Recommendation blanks will be sent 
to member associations, companies 
affiliated with Health Insurance Assn., 
sister trade associations and insurance 
commissioners. 

March 31 is the deadline for the 
return of the recommendations. 

The Chicago A&H Assn. established 
the award in i948. Mr. Gordon was 
one of the founders of the Chicago 
association, was managing director of 
H&A Underwriters Conference and 
was active in all phases of the A&S 
field. 

Known as the “Oscar” of the A&S 
business, the award is presented an- 
nually to the man whose contributions 
to the A&S industry indicate he has 
given of time, talent and outstanding 
service. 

The award is a distinctive “gavel- 
plaque” and the name of the winner 
remains a secret until the announce- 
ment and presentation at the annual 
convention. 


Praxmarer Named Ill. SA 

Fred W. Praxmarer has been named 
a special agent in the midwest depart- 
ment of General Accident at Chicago 
and will travel northern Illinois. He 
began in insurance with Springfield 
F.&M. and in 1947 went with Atlantic 
Mutual. 





America Fore In Top 
Level Staff Changes 


Harold E. Johnson has been ad- 
vanced from secretary to vice-presi- 
dent of America Fore companies. Paul 
V. Hartelius, vice-president of Loyalty 
companies, has been appointed a vice- 
president of America Fore and will 
transfer from Newark to New York to 
assume new duties in connection with 
countrywide multiple line accounts. 

Geoffrey Davey, formerly assistant 
treasurer, Edward G. Heinbecker, 
Frederick M. Hoth and John Neu- 
Schaefer, formerly assistant secretaries, 
have been advanced to secretaries of 
America Fore. Royal E. Gordon, for- 
merly agency’ superintendent, has 
been named assistant manager of 
America Fore at Montreal under George 
L. Armstrong, vice-president and 
manager. 

Mr. Johnson was with Clark Dodge 
& Co., New York investment bankers, 
from 1940 to 1942. After military 
service, he joined America Fore in 
the financial department of Continent- 
al in 1946. He became assistant secre- 
tary in 1954 and secretary in 1957. 

Mr. Hartelius began in the insur- 
ance brokerage business in 1922. He 
joined Loyalty in 1945 as an in- 
spector and engineer and became 


superintendent of the fire and casu- 
alty engineering department in 1947. 
In 1949 he was 


appointed assistant 





Paul V. Hartelius 


Harold E. Johnson 


secretary and in 1951 he became 
agency superintendent for New Jersey 
fire underwriting. He became second 
vice-president in 1953 and vice-pres- 
ident in 1958. 


Other Careers Traced 


Mr. Davey was an actuarial assist- 
ant with Republic National Life from 
1948 to 1949. He was with the New 
York law firm of Watters & Donovan 
from 1952 to 1955 and, in 1956, join- 
ed America Fore as an adviser on 
tax matters. He became assistant 
treasurer in 1957 and, in 1958, was 
named to the same office with Fire- 
men’s. 

Mr. Heinbecker began with the New 
York investment firm of F. A. Will- 
ard & Co. in 1928. He joined Contin- 
ental as security analyst in 1934 and 
was named assistant secretary of 
America Fore companies in 1954. 

Mr. Hoth began in the financial de- 
partment of Continental in 1929. He 
later became a security analyst and, 
in 1954, was named assistant secre- 
tary of the group companies. Mr. Neu- 
schaefer joined Loyalty in 1925 in 
the Essex county division and trans- 
ferred to the cashier’s department in 
1926. He was appointed head of this 
department in 1938 and was made 
assistant treasurer and assistant sec- 
retary of Loyalty companies in 1953. 
He has been assistant secretary of 
America Fore since 1958. 

Mr. Gordon began as an insurance 
supervisor with Kansas Corporation 
Commission in 1940. He was later with 
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E. A. Stowell New 
O. Superintendent 


Edward A. Stowell, a Toledo attor- 
ney, has been appointed Ohio superin- 
tendent of insurance, a position of 
cabinet rank in that state. He succeeds 
Arthur I. Vorys. 

Mr. Stowell is in private practice in 
Toledo, but before going into legal 
work was an agent for New York Life 
for a while after graduating from the 
University of Toledo law school. He is 
34 years old. 


Barry Says Stipulated 
Acquisition Factor In 
Filings Flaunts Law 


John R. Barry, president of Corroon 


& Reynolds, has warned all fire rat- |! 
ing bureaus of which his companies | 


are members and insurance commis- 
sioners that they run the risk of 
violating federal law in making or 
approving rate filings which involve 
commission control, directly or indir- 
ectly. In form letters, Mr. Barry sug- 
gested that a rate filing with a fixed 
percentage for acquisition cost implies 
indirect control of commissions. 

In his letter to the bureaus, Mr. 
Barry said that fixing any minimum 
or maximum rate of commission is 
not within the jurisdiction of a rating 
or advisory organization, under state 
or federal laws or under any mem- 
bership or subscribership agreement. 
Commissions are matters of contract 
between companies and producers, in 
respect of which action in concert is 
not permitted. Mr. Barry said the ob- 
jections he raised apply to all rates 
filed by the bureau in behalf of his 
companies, and to rates supplied by 
them to any other rating organization 
for use in connection with package or 
multiple filings. 


Cautions Commissioners 


In the letter to insurance commis- 
sioners, enclosing the bureau letter, 
Mr. Barry said that when a filing is 
made and approved, or allowed to be- 
come effective, which prescribes a 
maximum rate of acquisition cost, 
both the rating organization and the 
insurance department are saying in 
effect that a company is only en- 
titled to a reasonable profit if it has 
an acquisition which does not exceed 
the prescribed rate. In this way, the 
bureaus and the departments are pre- 
scribing a maximum rate of commis- 
sion which may be paid, and are 
interfering with freedom of contract 
between agents and companies. Any 
attempt to do this is a violation of 
law and may expose companies to 
damage suits under federal laws. 

Mr. Barry asked the commissioners 
to reject any filing which prescribes 
a maximum rate of acquisition cost. 


Louis Kincannon, a public relations 
officer of the Rock Island Refining 
Corp., will show a film and speak on 
the manufacture and hazards of gas- 
oline at the January meeting of Indiana 
Capital Stock Insurance Assn. 





the Office of Defense Transportation. 
He joined Fidelity & Casualty in 1944 
as an underwriter in Kansas. He be- 
came a special agent and then agen- 
cy superintendent at Kansas City. In 
1951 he went to the home office as 
agency supervisor. He became agency 
superintendent at Montreal this year. 
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Only Underwriting 
Is Safe In Era Of 
Package Policies 


S. Bruce Black, chairman of Liberty 
Mutual, declared that changes which 
have taken place in the business and 


more changes likely in the future, 
place greater responsibilities upon 
underwriters than they have had in 


recent times. He spoke at the Mutual 
Insurance Technical Conference at 
Boston. 

The mutual business can no longer 
rely on uniform rates which it can 
assume to be adequate, he declared. 
Uniformity has generally disappeared 


with different pricing systems by 
different companies and by almost 
unlimited deviations in filed rates. 
Demands for new coverages, and 


determination of what is sound and 
what is unsound is an underwriting 
responsibility. If a competitor offers 
a commercial block policy with very 
broad coverages at less than the fire 
rate alone, that does not justify the 
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IF IT’S HAZARDOUS OR UNUSUAL ...if it’s a risk that is difficult 
to place ... look to Homer Bray Service, Inc. Here you'll find unbeat- 
able market facilities and maximum-strength coverages for almost 
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mutual company’s following the un- 
sound practice. 

The trend toward packaging more 
and more kinds of coverages into a 
single policy with a single premium 
calls for strong underwriting control, 
Mr. Black said. Some packages are 
largely sales gimmicks. Many repre- 
sent sincere efforts to meet both real 
and imagined desires of insurance 
buyers. Usually the packaging of the 
coverage is accompanied by reduced 
premiums, and it is difficult to dis- 
tinguish between the popularity of the 
package and that of the price cut. 


Gives Homeowners’ Experience 


There is little reason to expect that 
packaging coverages will, by itself, 
reduce losses, and if the package in- 
cludes coverages not included in the 
separate policies, higher losses than 
on the separate policies must be 
expected, he continued. His own com- 
pany’s experience is that more than 
20% of all homeowners’ losses would 
not be covered by the former standard 
separate policies. Perhaps increased 
premiums through forced increased 
values will offset this loss increase. 


But this method of raising premiums 
is not available in all packages. 

Mr. Black is quite certain that 
broadening coverages and packaging 
them are generally desirable develop- 
ments. They can benefit buyers and 
mutual companies if underwriters are 
permitted to use, and do use, their 
experience to distinguish between 
sound and unsound coverages and 
prices. Because coverages are pack- 
aged, underwriters are finding that 
greater judgment is required in select- 
ing individual risks than when they 
were concerned with individual lines 
of insurance instead of all the hazards 
of a risk. 

The mutuals’ success in the future, 
Mr. Black said, will largely be deter- 
mined by underwriting ability. Good 
underwriting requires not only good 
underwriting departments. It must 
also be a major concern of the chief 
executives of the companies. This 
emphasizes the concern for selectivity 
which was a basic characteristic of 
the founders of the mutuals. Mr. 
Black believes that the principles they 
used will serve as guides for the 


future. 
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North America To 
Hold Conference On 
Family Security 
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Speakers for the second conference) Roy 


on family happiness and 


security pation< 


sponsored by North America compa- lof Inst 


nies at Disneyland, Cal., Jan. 


8-12 ort te 


will be Dr. Karl A. Menninger, chief of three . 
staff of the Menninger Foundation at Claim | 


Topeka, Kan., and author of The Hu- 
man Mind and other texts on mental 
health; Irene Dunne, actress and 
United Nations delegate; John Keats, 
author of The Crack in the Picture 
Window and The Insolent Chariots; 
James W._ Rouse, president of 
ACTION; Dr. Edwards L. Bortz, geri- 
atrics expert; and Dr. Donald William 
Kerst, atomic scientist. 


Attending will be 56 agents from| 


all parts of the country, and their 
wives and children will aiso take part 
in the conference, as will executives 
of North America and their wives. 


Family Of The Future 


The conference will officially open| 


with a symposium on “the family of 
the future.” Dr. Menninger will dis- 
cuss the relationship between mental 
health and safety, Miss Dunne family 
responsibility and the community, Mr. 
Keats the thorny question of young 
people driving super-power cars, Mr. 
Rouse the city of the future, Dr. Bortz 
how to add years to life and life to 
years, and Dr. Kerst the impact of 
modern science on family life. 

Purpose of the conference is to ex- 
plore ways in which insurance can 
further the security and happiness of 
families. No one is better equipped to 
anticipate the security needs of the 
American family than the indepen- 
dent agent, according to John A. Die- 
mand, president of North America. 
The conference aim is to sample agent 
thinking on current insurance matters 
and to set sights on the future, he 
said. 

Discussions at last January’s con- 
ference led directly to development of 
the INAmatic monthly payment plan. 
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Agents who will attend the confer- 
ence were chosen through an impar- 
tial selection made at the home of- 
fice by Robin Roberts, Philadelphia 


| ager 
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/ one t 
Th 


Phillies’ pitcher. The 56 couples going | — 


to Disneyland will have 118 children 
and grandchildren with them. 


N. Y. Surety Managers 


Elect Kehrli President 


Surety Managers’ Assn. of New York 
City has elected Fred J. Kehrli, Hart- 
ford Accident, president to succeed 


Samuel M. Williams Jr. of Maryland | 


Casualty. Donald F. Harned, Trav- 


elers, was elected vice-president, and | 
Michael A. Verdrose, Great American, | 


secretary-treasurer. 


Gibbs To Portland, Ore., 
For Aetna Casualty 


Aetna Casualty has transferred J.| 
Bradford Gibbs to its Portland, Ore., | 


office to assist in its service to contrac- 
tors in arranging construction bonds. 


He had previously been with the com- | 
pany at Buffalo, N. Y.; and Hartford. 


Maryland General Insurance Agency 
of Hagerstown, Md., has elected H. 
Warren McCann vice-president. He 
was formerly with North America. 
Other officers are Morris B. Bassford, 
president, and Audrey I. Knodle, sec- 
retary. 
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| Roy H. MacBean of Cranford, state 
national director of New Jersey Assn. 
‘of Insurance Agents, has made a re- 
port to the association on the first 
‘three years of the state’s Unsatisfied 
‘Claim and Judgment Fund. 

On April 1, 1958, the UCJF law 
completed its third year of operation. 
Up to that date, it had received total 
income of $7,433,461, of which slightly 
‘more than $5 million had been re- 
ceived from fees paid by motorists. 
Against this income of $7,433,461 there 
has been expended $1,684,294, leaving 
a balance as of April 1 of $5,749,166. 

However, against this $5,749,166, 
‘there are reserves on 4,261 pending 
claims amounting to $4,143,623. This 
leaves a surplus or balance for unre- 
ported claims and new claims that 
will be received during the coming 
fiscal year of $1,605,543. 

The fund was set up for the benefit 
of qualified persons who are innocent 
victims of auto accidents occurring in 
New Jersey caused by motorists who 
are uninsured and cannot pay any 
judgments resulting from auto ac- 
cidents. The fund was established by 
a registration fee for insured motorists 
and a $3 fee by uninsured motorists. 
In addition, insurers paid an assess- 
ment equal to .5% of their net direct 
written automobile premiums for the 
year 1953. 

After the first year, no fee was 
charged insured motorists, the entire 
fee now being paid by the uninsured 
motorist. 

Administrative Body Described 

The fund was to be administered by 
a statutory board consisting of the 
state treasurer and four representa- 
tives of the insurance business 
selected annually by the commission- 
er of banking and insurance. The 
latter now has been substituted for 
the treasurer as a board member. 

W. Lewis Bambrick has been man- 
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ager of the fund since inception. The 

initial staff included one stenographer, 

one bookkeeper and one examiner. 
There are two other sources of in- 





Drivers Leasing N. J. Cabs 
Are Employes Under WC 


The appellate division of New Jer- 
sey supreme court has reversed Es- 
sex county court and has held that 
taxi drivers who rent cabs, pay for 
their operation and work in regular 


|shifts are employes under the state 
| workmen’s compensation act. 


Mrs. Margaret A. Hannigan of East 
Orange received an award for the 
death of her son, Donald, who rented 


'a cab from 10th Century Assn. Cab 


at $8 per day. The county court upset 
the award, holding that Donald was 
self employed because of the leasing 
arrangement, which was with David 
Goldfarb of Hillside, a member of the 


| association. 
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The appeals court pointed out that 


_the association employed supervisors 


to check cab operations and main- 
tained a garage and two-way radio 


| System for its cabs. The court said 
| there was little doubt that Goldfarb 


was not merely leasing cabs but was 
operating a line of taxis as a common 
carrier of passengers. His fundamental 
business was not leasing cabs but 
soliciting riders. The drivers were 
therefore employes. The case was re- 
mManded to county court for further 
findings of fact based on the reversal. 


XUM 


FeNATIONAL 


come. The first is repayments made 
by persons on whose behalf the fund 
has settled a claim. These reimburse- 
ments as of April 1 amounted to $46,- 
647. There is also investment income 
which on April 1 reached $291,322. 


High Percentage Insured 


Statistics developed by the fund 
and the security-responsibility section 
of the division of motor vehicles in- 
dicate that from June 1, 1957, to 
March 31, 1958, the percentage of in- 
sured motorists in New Jersey had 
reached 92.95%. This is based upon 
analysis of 1,787,197 automobile reg- 
istrations issued during that period. 

During 1955 there were 2,373 no- 
tices of intention to make claim filed, 
of which 1,547 were eligible. In 1956 
there were 3,991 notices filed, of 
which 2,776 were declared eligible. 

The policy of the board is to assign 
all claims involving personal injury to 
insurers for investigation. On PDL 
this assignment of investigation is 
only made where the loss exceeds 
$400. Where a claim involves prop- 
erty damage of less than $400, the 
board advises the claimant that there 
has been no assignment and suggests 
that he attempt to negotiate directly 
with the party at fault. It is felt that 
ordinarily the latter will make pay- 
ment in order to avoid involvement 
with revocation proceedings under 
the security-responsibility law. How- 
ever, these claimants are advised to 
return to the board if they do not re- 
ceive satisfaction from the parties at 
fault. 

Procedures Outlined 


As of the end of March, 1958, the 
board had assigned to various insur- 
ers a total of 4,088 cases, which cov- 
ered 7,289 claims, each involving BI, 
or PDL in excess of $400. 

The first payment made out of the 
fund was a settlement involving prop- 
erty damage caused by an accident 
which occurred on April 2, 1955, one 
day after effective date of the act. 
Payment was made by the fund on 
May 9, 1955. 

Where the assigned insurer, after 
investigation, does not recommend 
settlement, or the parties cannot 
agree, the claimant must file suit and 
obtain a judgment. Upon proper show- 
ing that the debtor cannot satisfy the 
judgment, the court directs the fund 
to make payment subject to the limi- 
tations of the act. In these cases the 
board carefully checks the record to 
make certain that all requirements 
of the law have been met, and does 
not thereafter contest the order for 
payment. However, the board exercises 
its statutory right to appear and ob- 
ject in any manner where the law 
has not been complied with. 

In order to facilitate the disposition 





Report On Three Year Operation Of N.J. 
UCJF Demonstrates Efficiency, Economy 


of suits, a procedure was formulated 
for cases where parties wanted to 
settle after a case was on for trial. The 
procedure enables the suits to be 
disposed of with greater dispatch. If 
the parties come to terms on a settle- 
ment and the company assigned the 
case feels that the settlement is in 
order, a consent judgment can be 
entered in the amount agreed to. This 
does away with the need of sending 
the file to the board for its consent 
and then returning to the court for 
approval of the settlement. The court 
is able to dispose of the case immedi- 
ately. Generally, the settlement and 
procedure are discussed with the court 
first. The defendant is placed under 
oath to testify as to his agreement to 
the settlement and entrance of a con- 
sent judgment. The plaintiff, at the 


5 


same time, undertakes his discovery 
of the defendant for assets which 
might satisfy the judgment or a por- 
tion of it. The plaintiff, after entry 
of the consent judgment, must then 
apply to the court for an order direct- 
ing payment from the fund, as if the 
judgment was entered after a full 
trial. 


Technicalities Explained 


In some instances, the accident re- 
ports received by the division of motor 
vehicles are inaccurate or incomplete, 
and in other instances parties may 
fail to report at all. In the absence of 
any indication that the party alleged 
to be at fault is insured, the board 
has no alternative but to assume that 
such partices are uninsured. Subse- 
quent investigation or late filing of an 
SR-1 may show that insurance was 
actually in effect at the time of the 
accident or that the claimant is ineli- 
gible. In the interim, however, the 
board may have already opened a file 
and set aside a reserve. 


An uninsured may subsequently 
(CONTINUED ON PAGE 19) 
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Arthur L. Schwab of Staten Island, 
state national director of New York 
State Assn. of Insurance Agents and 
several years ago'‘chairman of the 
NAIA agency management committee 
which established the net profit ap- 
proach to the study of agency costs, 
has written several comments about 
the editorial in the Nov. 28 issue which 
discussed “net profits’ as used by 
agents in cost studies now being made. 

Robert E. Battles of Los Angeles, 
past president of NAIA, also took 
exception to some of the comments in 
the editorial. These are presented 
below. 

Mr. Schwab, the originator of the 
net profit approach in agency cost 
studies, points out that “in our 1953 
survey we ignored entirely actual 
salaries or drawings of the partners 
or officers and applied a salary stand- 
ard for the principal regardless of 
what he may or may not have taken 
as salary or drawing. 

“I believe that the present agency 
cost study as completed in Connecticut 
and in process in New York uses the 


FieNATIONAL UNDERWRITER 


Comments On ‘‘Net Profit’ Editorial 


same procedure and therefore your 
statement that ‘on examination it (net 
profit) appears to be composed of so 
many variables and imponderables 
that its worth as a statistic is ques- 
tionable’ is not quite so. 

“IT believe that the last part of your 
discussion concerning the operation of 
professional men is well taken; how- 
ever, it must be borne in mind that 
insurance agencies do have a sale 
value and therefore there should be a 
return for the investment in the ex- 
pirations, or whatever you want to 
call it, which as you know can vary 
from one year of commissions up as 
high as two or 2% years, over and 
above the earnings which the principal 
has for the actual work that he puts 
in his agency. 

“What we tried to do was to set up 
very conservative standards based on 
the possibility of absentee ownership 
where the principal had to hire some- 
one to do the work which he ordinarily 
did. Suppose that the owner of the 
agency became totally incapacitated 
for a long period of time. He would 
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still have an investment in the busi- 
ness and be entitled to some return on 
that over and above what it would 
cost him to hire people to run the shop 
for him. By the same token a widow, 
if she desired, could operate an agency 
by hiring someone to manage it for 
her. 

“In our survey we also arrived at 
the total earnings figure by merely 
adding the salary allocated to princi- 
pals to the profit and dividing by the 
number of full time principals.” 


Mr. Battles’ Comments 


Mr. Battles sees several errors in 
reasoning in the editorial: 

“You say, in the first place, that the 
net profit figure in NAIA agency costs 
surveys appears to be composed of 
many variables and imponderables. As 
a matter of fact, that is not the case. 
Actually, the net profit is composed of 
one very simple item—the dollars that 
are left over after paying all expenses. 
Admittedly, the item itself will be 
variable, but its definition is certainly 
not. 

“You then say that if an agency 
operated as a corporation, the amount 
left over at the end of the year could 
be said to constitute a profit. I certain- 
ly agree with this. The inference 
drawn from your editorial, however, 
is that if the agency does not happen 
to be a corporation, it is therefore not 
entitled to a profit. 

“You then say that the salary to the 
agent for the management of the busi- 
ness in any case is fixed by himself. If 
you know of any such situations, 
please wire me immediately, as I 
should like to apply. I should particul- 
arly like to find employment with the 
type of agency that you describe 
wherein the manager is allowed to 
fix his own salary in such a manner, 
and from time to time, so that the 
agency ends up the year with no pro- 
fits at all. 


Variation Is Not Significant 


“You then say that even if all of the 
standards were applied to the agent 
or manager’s salary, the amount would 
vary from agency to agency. Obvious- 
ly, this is true, but it is not an indict- 
ment of the net profit factor as a 
whole. Certainly, salaries and net 
profits vary from firm to firm within 
any industry or profession, as one 
might logically expect. But still we 
have never come to the conclusion 
that we should throw out the profit 
item in other businesses just because 
all businesses within the category 
didn’t make the same profit. 

“In your next comment you refer to 
net profit as a device. With this I 
obviously disagree, but in that same 
sentence you also refer to distributing 
net profits to employes. Amounts paid 
to employes are expenses—not profits. 
Up until today, at least, Internal 
Revenue Service agrees with me. IRS 
also agrees with me that there is a 
distinction between the net profits 
which even a partner would collect 
for payment of services. All of which 
leads me to believe that you are using 
the words net profit just a little 
loosely and not giving NAIA sufficient 
credit for understanding the true 
meaning of the words. 

“In the same paragraph you refer 
to net profit as being a worthwhile 
device for building a reserve. In the 
first place, even if net profits would 
go to reserves, that would not change 
their status as profits. Furthermore, 
although NAIA has sought for many 
years such legislation as to allow the 
unhampered transfer of these profits 
to reserves, we have so far been un- 
successful. 
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“You next attack our use of th 
word ‘profit’ on the grounds that w 
lay certain claims to profession 
status and you point out that profes 
sional people do not make a profit. | 
am not at all sure that professional 
people do not show a profit, but that 
is a little beside the point. The point 
is that you and I know perfectly wel] 
that the insurance agents’ claim to 
professional status was never intended 
to be taken so literally. 

“You wind up by saying that net 
profit in agencies does not generally 
mean the same thing it does in other 
business. You say that it resembles 
more the return for time, effort and 
skill. After all, aren’t the profits of! 
most any concern built from these 
ingredients? 


Salability Of Agency 


“You certainly are aware of the 
agents’ struggle for ownership of ex- 
pirations. You must know, also, that 
the point to that struggle was to 
establish the salability of an insur- 
ance agency business. Now, if we 
follow your line of reasoning, the 
value of any agency would be nil, if we’ 


are talking about purchasing the busi-) 


ness alone. On your theory any moneys 
accruing to the agency were payments 
for the efforts of the individual person- 
nel therein and constitute payment 
for services rendered. If such were 
actually the case, the sale price of an 
agency would merely represent ac- 
cumulated salaries which the agent 
or other personnel had not collected 
and had left to accrue. Again, Internal 
Revenue Service disagrees with you 
—and the facts of the matter contra- 
dict this also. If such were the case, 
the sale value of an agency would be 
only that amount of cash remaining 
in the agency’s account which the 
agency had failed to pay its personnel. 

“As a matter of fact, the worth of 
an agency lies in its character as a 
going business with a satisfied clien- 
tele. This is an asset which has been 
built up by the efforts of the individ- 
uals, true enough, but so is this the 
case of other businesses such as 
publishers, ete., where reputation, 
clientele and business momentum are 
the chief assets and whose asset value 
is never considered creditable to the 
personnel as a payment for services. 

“Since it is true that most agencies 


do not keep books in such a manner | 


as to claim distinction between profit 
and salaries, it has been necessary to 
assign a certain arbitrary value to 
salaries when examining these agen- 
cies for statistical purposes. NAIA, 
particularly beginning in 1952-53, has 
carefully studied salary levels and 
(CONTINUED ON PAGE 18) 
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Lighter Art, Verse 
Lift Travelers’ Ads 


Walter N. Harrison, assistant ad- 
vertising manager of Travelers, ex- 
plained why the company adopted 
light verse and relatively flamboyant 
illustrations in its 1958 advertising 
campaign, at the Insurance Adverti- 
ing Conference midyear meeting in 
New York. 

The 1958 campaign is a distinct de- 
parture from the 1956 and 1957 series, 
Mr. Harrison said, although the old 
campaigns were considered good. The 
headlines were provocative and the 
illustrations were powerful. But about 
half way through 1957, Travelers took 
a long, hard look at its advertising. 
Among the tools of analysis it used 
were the Starch research reports. 

Mr. Harrison said it is commonly 
recognized that insurance as a prod- 
uct, related to goods and_ services 
with which it must compete in print 
and broadcast media, is of low in- 
terest. A reader, listener or viewer, 
as he shops casually through the 
pages of a publication or through a 
procession of broadcast commercials, 
is not going to react with much de- 
sire or enthusiasm when he is ex- 
posed to an insurance advertisement. 
No matter how cheerfully a company 
cuuches its appeal, insurance is in- 
herently and necessarily a condition 
of menace. The company can talk in 
soothing, comforting terms like peace- 
of-mind or protection or living-insur- 
ance or American family independence. 
But whether it’s covert or overt, it 
must be made clear that the consum- 
er is in deep trouble if he doesn’t 
have insurance. 


Competes With Other Products 


Travelers had been content to try 
to out-perform its insurance compet- 
ition, and the 1956 and 1957 ca! - 
paigns looked pretty good in tis 
context, Mr. Harrison observed. The 
company wished to find out why in- 
surance advertising had not hit the 
over-all readership jackpot. This in- 
volved the simplest research. Travel- 
ers lined up all the 1957 insurance 
magazine advertisements it could find 
in the competitive file, mounted them 
side by side, masked the signatures, 
and looked. It was a pretty gray 
panel. There was a sameness that 
seemed to make the whole collection 
of ads melt together. 

For this and other reasons, Travel- 
ers decided to change, and with its 
advertising agency, Young & Rubicam, 
considered dozens of themes and for- 
mats, many of them ingenious, some 
of them exciting, Mr. Harrison ex- 
plained. Since light, humorous line 
drawing is attractive, and poetry is 
entertaining, they were put together 
and adopted. 

A campaign for all personal and 
business lines was developed, Mr. 
Harrison continued. Indications from 
research and observation reassured 
the company before the advertising 
started appearing. After the first ad 
Starch reports showed that Travelers’ 
ad ranked fourth in a field of more 
than 40 ads in the “read most” 
category. These 40 ads covered the 


(CONTINUED ON PAGE 19) 
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HeNATIONAL UNDERWRITER 


San Antonio Exchange 


Elects Duncan President 


Robert Duncan has been elected 
president of San Antonio Insurance 
Exchange, succeeding Howard Sacks. 
Other officers are O. J. Van Horn, 
vice-president and Francis F. Ludolph, 
secretary. 

Directors elected are Harold Lozano, 
Albert Marucheau, and Fred Rohde. 
Spartanburg Board Elects Officers 

Assn. of Fire Underwriters of Spar- 
tanburg (S. C.) has elected R. W. Otts 
of Cudd & Coan president, M. E. Harri- 
son of McNeil agency vice-president, 
and B. C. Lankford of Colonial Trust 
Co. secretary-treasurer (reelected). 
Elected to the executive committee are 
Harry Williams, chairman, Woodrow 
Willard, and Gabe Rouquie. 

Excelsior has appointed Guy T. War- 
field of Baltimore, past president of 
National Assn. of Insurance Agents, a 
member of its planning committee. He 
succeeds Clair A. Jackson, senior part- 
ner of Gelvin, Jackson & Starr, Mead- 
ville, Pa., agency. 


New Orleans Exchange 


Nominates Officers 

New Orleans Insurance Exchange 
has nominated the following officers 
for 1959: Herman Katten, president; 
Paul W. MclIlhenny, vice-president; 
Charles L. Rittenberg, treasurer; and 
E. P. McCloskey, secretary. Nominated 
for the executive committee were 
George D. Tessier, Ashton M. Hardy, 
Richard P. Ellis, Louis M. Boden- 
heimer, C. Eldon Powell, Mr. Mc- 
Ilhenny, Norton E. England, John A. 
Barry, and Mr. McCloskey. 


Mortimer Succeeds North 
William H. McGee & Co., marine 
underwriters, has appointed Larry B. 
Mortimer manager of the Seattle office, 
to succeed Albert D. North, who re- 
signed to go into the agency business. 
Mr. Mortimer has been in marine in- 
surance for the past 27 years. 


Insurance Brokers’ Assn. of New 
York State has elected David H. Win- 
ton, vice-president and director of 
Johnson & Higgins, a director. 


Brown Is Assistant 
To J. Raymond Berry 


National Board has _ appointed 
George H. Brown assistant general 
counsel, under J. Raymond Berry, 
general counsel. He is a member of 
the bars of New York and New 
Jersey and has served as general 
counsel for several American reinsur- 
ance companies. He resigned from the 
New York law firm Lundgren, Lin- 
coln & McDaniel to accept his new 
position. Previously he was with 
Mendes & Mount, general counsel for 
London Lloyds and various inter- 
national underwriters. 

A native of New Jersey, Mr. Brown 
was graduated from the University of 
Virginia and, in 1935, from Columbia 
University’s school of law. = 


Albany Field Club, at its December 
meeting, heard a talk on “The Magic 
of Fire” by Hugh D. Graham, mining, 
health and _ safety engineer, U.S. 
Bureau of Mines, Department of In- 
terior. 
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on earnings. Small town... new cus- 
tomers rarer than hen’s teeth. Today he’s 
buying a second car for his family. 


Why? Because Illinois R. B. Jones 
showed him how to break the profit 
stalemate. He started with Excess BI and 
PD for a gasoline hauler, branched out 
to Errors & Omissions, high-limit Fire 
and other Excess lines... all basically 
the same as lines he knew. 


Suddenly he had a town alive with 
prospects ... no local competition... 
fast, easy placement with Jones’ superior 
and a new source 


Test these extra-income lines yourself. 
Write for our booklet “Our Inventory Is 
Your Opportunity.” Do it this week. 


C. Reid Cloon, President 


TWO CARS IN THE FAMILY NOW 
. . » thanks to Illinois R. B. Jones 


m A year ago this agent faced a dead end 
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Jay Gleason, Executive Vice President 
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Pa. Fire Mutuals Balk 
At Reserve Requirement 


Eight mutual fire companies in 
Pennsylvania have attacked a state 
law requiring mutual reserves on 
unearned premiums on _ assessable 
policies, if net premiums exceed $75,- 
000 a year. The companies asked 
Dauphin county court at Harrisburg 
to issue an injunction restraining Com- 
missioner Smith from enforcing the 
reserve provisions of the law. Prior to 
enactment of the new reserve require- 
ments by the 1955-1956 legislature, 
fire mutuals were not required to 
maintain unearned premium reserves 
on assessable policies. 

Companies in the legal action are 
Broad Mutual, Empire Mutual, Com- 
monwealth Mutual, Gibraltar Mutual, 
Granite Mutual, and Safeguard Mutual 
—all of Philadelphia—and Lawn Mu- 
tual and Tri-State Mutual of Palmyra. 

The insurance department pointed 
out that, except for mutual fire risks, 
mutual companies in the state must 
maintain the same premium reserves 
as stock companies for each type of 
insurance. The legal action by the six 
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companies is based on the equality 
provision of the state constitution. 
They claim that the $75,000 net annual 
premium cutoff point, below which 
unearned premium reserves are not 
required on mutual assessable fire 
policies, is unconstitutional and dis- 
criminatory. 


Roane Names Travers To 
New Post, Beavers In W. Va. 


John H. Roane, Inc., Baltimore ad- 
justers, has appointed W. Wayne 
Travers general manager in charge 
of all operational detail. David R. 
Beavers becomes area manager in 
charge of West Virginia offices. 

Mr. Travers joined the company in 
1945 and has been manager at Hagers- 
town, Md., Charleston, W. Va., and 
most recently, at Washington, D. C. 
Mr. Beavers started with the com- 
pany nine years ago at Beckley, W. 
Va., and subsequently became manag- 
er there. Prior to his new appoint- 
ment he was manager at Charleston, 
W. Va., where he now makes his 
headquarters. 





By any measur 


rate the London & Lancashire a valued 
asset, both for profitable agency 
operation and for client satisfaction. 
Do you represent the L & L? 
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THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. 
SAFEGUARD INSURANCE COMPANY 
STANDARD MARINE INSURANCE COMPANY, LTD. (Fire Department) 


20 Trinity Street, Hartford, Connecticut 
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Big I Campaign Being 
Well Eyed, NAIA Says 


Joseph A. Neumann of Jamaica, 
N. Y., chairman of the advertising 
committee of National Assn. of Insur- 
ance Agents, has reported on the 
results of the 1957-1958 campaign and 
plans for the 1958-1959 program. He 
noted that it is difficult to analyze a 
campaign like the Big I which is in its 
infancy and cannot draw upon a re- 
servoir of impact based on a continuity 
of years. It also deals with an intangi- 
ble, insurance, which makes it more 
difficult to measure. 

However, studies have _ revealed 
effective results. A University of Illin- 
ois research test showed that only 3% 
of newspaper readers recognized the 
Big I seal at the start of the program. 
After four insertions in Sunday sup- 
plements, 42% of the readers could 
identify the seal and explain its mean- 
ing. 


Male Readership Attracted 


The Starch research organization’s 
studies showed that the 1958 ads, 
directed primarily at men, attracted 
readership of most of the ad copy. 
Several ads in Life had from 100% 
to 267% more men reading them than 
the average ad in a given issue. An ad 
in Readers Digest was fourth best read 
by men of all advertising in the issue 
and had 188% above average male 
readership. Advertising in Sunday 
supplements consistently scored from 
two to three times better than other 
ads with men readers. The Saturday 
Evening Post special issue ad was twice 
as well read by men as the average ad 
in that issue. 

Starch studies of TV advertising 
revealed that between 81% and 88% 
of viewers remembered the commer- 
cials. Of these, 50% remembered ‘the 
seal and what it stands for. 

Mr. Neumann said that some of the 
early tests conducted by O’Brien- 
Sherwood research organization have 
indicated that NAIA’s 1959 ads will 
be better read and recalled longer 
than the ads of some of the largest 
and most experienced national adver- 
tisers. One 1959 ad, based on emotional 
appeal, rated much higher than any 
of the others tested against it, includ- 
ing an Allstate ad. 


Ky. Agents Extolled By 


Independent Clothier 


North America has called attention 
to an unusual “mystery” tribute to the 
independent agents of Lexington, Ky. 
An advertisement in the Lexington 
Herald-Leader carried the headline, 
“Your Independent Insurance Agent 
Is Your Neighbor.” The text pointed 
out that many people who would not 
consider medical advice from a mail 
order firm will risk serious conse- 
quences by buying mail order insur- 
ance. The ad then pointed out that 
personal insurance problems require 
the services of a trained individual 
who undertands values in the home 
community. 

This individual was identified as 
the independent agent, “a neighbor 
who is as close as your telephone.” 
Agents in Lexington wondered who 
had sponsored the ad, and their curi- 
osity was finally satisfied when they 
received a letter from Leonard G. 
Cox Jr., president of Graves, Cox & 
Co., one of the city’s leading clothing 
merchants. Mr. Cox said that his firm 
placed the ad because he had watched 
the spread of mail order insurance 
advertisements in newspapers, maga- 
zines and on TV, implying that this 
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type of insurance is less costly than 
that purchased from a local agent. 
Mr. Cox said that independen 


clothing merchants are faced with the © 


same type of competition from mail 
order discount houses, 
feels that the future of his business is 
tied in with that of the independent 
agent. More than 250 letters from 
local agents, field men and company 
officials thanked Mr. Cox for his ges- 
ture. Kentucky Assn. of Insurance 
Agents passed a resolution commend- 
ing the firm. 


N. Y. Board Reports Nov. 
Losses Up 55% In Amount 


New York Board reports fire, ex- 
tended coverage and sprinkler leak- 
age losses for November, 


creased 55.4% 


564. Losses for the first 11 months, 
compared to that period in 1957, in- 
creased in amount 1.8% to $24,630,- 
834 and increased in number 27.3% 
to 10,257. 





“Large risk” 
clients appreciate 
this service 


OU SAFEGUARD “large risk” clients’ 

interests — and yours — when you 
recommend an appraisal that provides 
a sound basis for determining provable 
property value and related insurance 
protection. 

Many brokers and agents find our 
brochure, “Appraisal Procedure,” very 
useful in pointing up the value of an 
authoritative appraisal to industrial, 
commercial or institutional clients. 

Our booklet, “What The Businessman 
Should Know About Fire Insurance” 
(100 pages of valuable information) 
will also be appreciated by your clients. 

We will be glad to send you a supply 
of these brochures and booklets — 
without cost or obligation, of course. 
Write Dept. NU. 


THE LLOYD-THOMAS co. 
Recognised Appraisal Authorities 
4411 Ravenswood Ave., Chicago 40, Ill. 
Offices Coast to Coast. 

First for Factual Appraisals Since 1910 
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Tornow Raised To V-P 
Of Appleton & Cox 


Appleton & Cox, New York, marine 
underwriters, has promoted W. H. Tor- 
now from assistant vice-president to 
vice-president. He is assistant to J. B. 
Slorah Jr., head of the cargo under- 
writing department. R. A. Nietert, 
vice-president in charge of the hull 
underwriting department, has been 
elected a director. 


Labor Lists WC Demands 
At Cal. Assembly Hearing 


At a meeting of the social insurance 
committee of the California assembly 
in San Francisco, two of the state’s 
major labor organizations announced 
several insurance proposals they will 
advocate. 

Principal demands pertain to work- 
men’s compensation. The labor groups 
asked for weekly benefits increased 
from the present $40-$50 level to a 
minimum of $70; weekly paychecks 
to widows of victims of industrial 
accidents until death or remarriage; 
a new provision in the act making it 
mandatory for all workers to be put 
under WC and a program of vocational 
rehabilitation by the state to be paid 
for by employers. 


Seattle Surety Underwriters 


Name Dreyer President 


Frank A. Dreyer, Groninger & Co., 
has been elected president of Surety 
Underwriters Assn. of Seattle. George 
Mayes, U.S.F.&G., was named vice- 
president and Jack Griffin, Hartford 
Accident, secretary-treasurer. 

The new officers will be installed at 
the annual banquet Jan. 16 at the 
Washington Athletic Club. 


Insurance Accountants Assn. elected 
Walter H. Mosher, vice-president of 
Boston, president; James W. Conners, 
Travelers, John B. Stewart, the Fund, 
and Henry M. Langhirt, U.S.F.&G., 
vice-presidents; Fred W. Maasen, re- 
tired, treasurer and historian; James 
Wilson, American Re, executive secre- 
tary, and Carl P. Barton, New Hamp- 
shire, assistant secretary. Elected to 
the executive committee are H. E. Hill, 
Excess & Treaty Management, and 
Samuel H. Gamble, Great American. 
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Curtis Assoc. Manager 
At Dallas For Zurich 


Zurich has appointed Jack L. Curtis 
associate manager at Dallas, super- 
vising Texas and Oklahoma. 

Mr. Curtis has 11 years’ experience 
in insurance production. He has been 
special agent and agency supervisor 
for Aetna in Dallas and manager of 
an agency there. Since 1954, he has 
been executive secretary of Dallas 
Assn. of Insurance Agents. 


Revisions Recommended 


In S. D. Insurance Laws 


PIERRE, S. D.—Important changes 
in South Dakota insurance laws have 
been recommended by Leo Heck, state 
reviser of statutes who was authorized 
by the 1957 legislature to study insur- 
ance laws and suggest changes. His 
appointment for this work was aimed 
partitularly to prevent another bank- 
rupti y such as that of Central National 
of Sioux Falls three years ago. 

On: of Mr. Heck’s recommendations 
is thet the salary of the insurance 
comr issioner be practically doubled— 
from $6,300 to $12,000—providing “he 
shall be known to possess knowledge 
of the subject of insurance.” 

An ther suggestion was that an 
assistznt attorney general be assigned 
to woi'k exclusively with the insurance 
depariment. Mr. Heck also would 
increase the capital stock require- 
ments of domestic companies to $200,- 
000 and require a deposit of reserves 
on all types of insurance, except life, 
to the extent of 20% of the entire 
premium. 


Dubuque F.&M. Promotes 
R. J. Pape To Secretary 


Ralph J. Pape, assistant secretary, 
has been promoted to secretary by 
Dubuque Fire & Marine. 

He joined the company in 1925, 
served as fire examiner and state 
agent in Iowa for many years, and 
was appointed supervisor of fire un- 
derwriting in 1957. 


Aetna Fire has appointed Warren K. 
Williams claim manager at Houston. 
He has been succeeded as claim man- 
ager at Corpus Christi by Vincent 
Burns. 


Vv Excess Coverages 


V Reinsurance 


v Surplus Lines 


V Special Risks 


¥ Long Haul 


CAPLIS-HIELSCHER, INC. 


' 6465 N. Sheridan Road 


Chicago 26, Illinois 
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+8 in a series 


AT YOUR SERVICE—when you need them. 


These men are part of the mo- 
bile production team at a 
Royal-Globe regional office. 


All across the country, teams 
like this are located so that one 
is near you and ready to give 
you 


“TOPS IN EVERY SERVICE” 
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Pacrric InpeEmnNery Company 
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Assails Reduced Rate 


nd Proposal For Aged 


The proposal to give elderly people 
reduced insurance rates as endorsed 
by the house of delegates of American 
Medical Assn., was attacked by Dr. 
Harry E. Ungerleider, director of 
medical research Equitable Society, 
before a meeting of Assn. of Minnesota 
Internists at St. Paul. 

Dr. Ungerleider said there is no 
“equity” in singling out one segment 
of society to be supported by the rest. 
“Somebody has to pay for this,” he 
said. “Why should doctors or any 
other group be singled out to subsidize 
others?” 

He said the percentage of people 
over 65 will hit near 35 by 1980 and 
something will have to be done to 
provide the extra medical care people 
in this age group need. But instead of 
special plans, he favored using a 
program comparable to that used by 
the insurance companies. During their 
working years—20 to 65—people 
should pay insurance rates that would 
carry them through the rest of their 
lives, he said. 

Dr. Ungerleider told the internists 
that he was in favor of major medical- 
deductible policies under which the 
patient pays part and the insurance 
company the rest of really high cost 
medical bills. The programs favored 
by Dr. Ungerleider would include 
provisions for determining the “deduc- 
tible” figure by income and leave out 
“fee schedules,” permitting the doctor 
to order what he feels necessary, with 
customary charges. 


Surety Assn. Offers Data 


On School Construction 


Surety Assn. of America has pub- 
lished a pamphlet discussing school 
construction problems. It is a reprint 
of an address delivered by I. Roy 
Psaty, president of Psaty & Fuhrman, 
New York engineering firm, before 
Assn. of School Business Officials of 
U. S. & Canada. In discussing all 
phases of school construction, he 
points out the important role played 
by surety bonds. Such bonds cause 
wider competition among subcontrac- 
tors and suppliers and make, in ef- 
fect, the bonding companies the screen- 
ing agency to determine the financial 
responsibility of the bidders. 

The pamphlet is available from 
Surety Assn. of America, 60 John 
street, New York. 


Urges Delay In Increase 
In Auto Rates In Fla. 


James A. Ryder, chairman of a 
special citizens’ committee to invest- 
igate why automobile liability rates are 
so high in Dade county, Fla., has asked 
that a rate increase filed for by Nation- 
al Bureau of Casualty Underwriters be 
deferred until the committee finds out 
why the rates are so high and what 
can be done about it. 


Baltimore C.&S. Club Elects 


Casualty & Surety Club of Balti- 
more has elected A. C. Bentz, New 
Amsterdam Casualty, president; 
Henry F. Kruelle, U.S.F.&G., vice- 
president; R. Glover Bauer Jr., 
U.S.F.&G., secretary; and C. M. Snyd- 
er, New Amsterdam Casualty, treasur- 
er. Elected directors were Henry G. 
Henkelmann Jr., Fidelity & Deposit; 
Fred J. Willey, Maryland Casualty; 
DeVerne Mueller, U.S.F.&G.; and 
E. H. Weedon, New Amsterdam Cas- 
ualty. 
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Phoenix Of Hartford 
Raises Wilbur In III. 


Phoenix of Hartford has appointed 
Anson G. Wilbur inland marine man- 
ager for Cook county and the state of 
Illinois. He succeeds Lester F. Higgins 
who was recently named manager of 
the New York office. 

Mr. Wilbur has been with the com- 
pany for 35 years, the last 28 at 
Chicago. 


African Group Visits AFIA 


Eight African government econo- 
mists visited the head office of Amer- 
ican Foreign Insurance Assn. for a 
briefing on aspects of international 
insurance. The delegation is in this 
country under the auspices of United 
Nations Bureau of Economic Affairs 
which is sponsoring training pro- 
grams for foreign economists. 

At the briefing, a film on the his- 
tory of insurance was shown, followed 
by talks on “Insurance As A Career” 
by W. F. Cushman, “International 


Reinsurance” by T. B. Brown Jr., and 
“Investment of Insurance Funds” by 
All are vice-presi- 


Eric A. Arpert. 
dents of AFIA. 
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This one 
policy, single 
premium contract, 
is a positive money- 
saver to single or multiple 
location risks desiring the ad- 
vantages of a deductible fea- 

ture . . . Covers on all- 
risk, replacement cost 
or insurable value 
basis. 













































Simple to under- 
stand and sell... 
Includes physical properties 
and B.I., rental values, lease- 
hold interests, contingent haz- 
ards and other perils or any 
combination peculiar to 

an insured’s opera- 
tion. Call Excess! 
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If, as most experienced insurance 
observers believe, salesmanship is the 
essential art insurance men must cul- 
tivate to survive in the intensely com- 
petitive years ahead, Ohio Assn. of 
Insurance Agents passed by far the 
most important milestone in its bril- 
liant educational program a few weeks 
ago in Granville, O. There the Ohio 
association carried off in fine style 
the first major forum by an inde- 
pendent property and casualty group 
devoted exclusively to sales. 

The Granville sales school had been 
on the planning boards of the men 
master-minding the educational activ- 
ities of the association for several 
years, so this first, pilot model was 
the subject of some intense scrutiny. 
Surprisingly, enrollment was one 
very disappointing factor. Only 20 in- 
surance men turned out for the sales 
school and these men were not, for 
the most part, the top men in their 
agencies—the sales institute had been 
designed with the “top dogs” in mind. 

The faculty, hand-picked for this 
important “first,” led the enrollees 
through a curriculum which touched 
at least briefly on every important 
phase of the selling process. 

Beginning with a session devoted to 
the psychology of sales and selling, 
and touching later on such things as 


Minn. Blue Cross To Cut 
Claim Payments To 97% 


In an effort to build up its financial 
reserves, Minnesota Hospital Service 
Association (Blue Cross) will pay 
generally only 97% of claims to mem- 
ber hospitals. Heretofore it has paid 
100%. There are 175 hospitals served 
by Blue Cross in the state. 

Blue Cross officials said the ar- 
rangement was “a check and balance” 
between non-profit organizations and 
would have no effect on subscribers 
to the Blue Cross plan. 

“This new payment formula will go 
a long way to stabilize the reserve 
structure of Minnesota Blue Cross,” 
said President Richard T. Crist. “Such 
a move is necessary in view of the 
increasing costs and frequency of use 
of care by Blue Cross memhers and 
their families.” 

He said adequate reserves are nec- 
essary, just as in a bank or insurance 
company. It will take a year before 
Blue Cross can build a reserve position 
satisfactory to the trustees. Routine 
physical examinations and purely di- 
agnostic studies are excluded from 
coverage in another move to cut costs. 








H2NATIONAL UNDERWRITER 


Enrollment Small, But First Ohio Agents’ 
Sales School Comes Off In Fine Fashion 


personality development, prospecting, 
meeting objections, closing the sale, 
etc., each session added a solid chunk 
to the framework of successful sales 
practice. 

Instructors included Douglas N. 
Avery, executive secretary of the Ohio 
association; Arthur Dannecker, direc- 
tor of advertising and public relations, 
Ohio Farmers; Dr. James Eicher, pro- 
fessor of psychology, Capital Univer- 
sity; George Frack, northwest district 
supervisor, distributive education, 
Bowling Green State University; 
Charles M. Gibbs, Columbus Credit 
Association; Roger Schuler, Hartford 
Accident; Marshall Sickel, Travelers; 
William Venable, U.S.F.&G., and John 
Vorse, Great American. 


Steiner Certificates 


Ivan Steiner Jr., Wooster, president 
of the Ohio association, awarded cer- 
tificates to the agents who completed 
successfully the school. 

The sales school is intended as the 
pinnacle of the fabulously successful 
educational series developed by the 
Ohio agents in the past several years. 
Since 1952, almost 1,500 persons have 
received some sort of concentrated 
schooling, and the educational activi- 
ties of the association are expanding 
all the time. 

Each of the schools is a somewhat 
hectic, one-week affair conducted at 
various universities and ~— colleges 
throughout the state. These are con- 
ducted on several levels. The basic 
school where novices get a compre- 
hensive grounding in fundamentals of 
the business is called the property in- 
surance workshop. These usually are 
run off several times a year. 

For girls in the office primarily, but 
open to all, is the office procedures 
school. Here students get instruction 
and practice in the routine paper 
work which makes up their daily fare. 

Less experienced agents and their 
office employes can attend a school 
at the intermediate level, dealing pri- 
marily with the mechanics of fire and 
casualty rating, use of manuals, etc. 
This is a cut or two above the prop- 
erty workshop. Then there is a “post 
graduate” school for more experienced 
agents termed the advance agency 
management school. As is to be ex- 
pected, this is intended to help long- 
time agents streamline their methods. 

Although the Ohio association is 
recognized as the prime mover of this 
tremendous educational project, the 
actual conduct of the schools is in the 
hands of the distributive education 
section of the state department of ed- 


Awards 


ucation. Cooperating groups besides 
OAIA include Ohio Casualty & Sur- 
ety Managers Assn. and the Ohio In- 
spection Bureau. James A. Kanehl is 
director of the insurance institute pro- 
gram. 

The inspection bureau supplies man- 
uals and forms and sends officials to 
lecture on various subjects. The in- 
surance department usually cooperates 
fully by permitting Mr. Kanehl to 
conduct state licensing examinations 
on the last day of the fundamentals 
work shop. 

The next sales school is scheduled 
for April. Whether the insurance men 
of Ohio will awaken to the need of 
professional sales counseling and make 
the forthcoming session at least more 
of a quantitative success than the pio- 
neer school at Granville remains to 
be seen. 


Schultis To American 


Richard A. Schultis has joined 
American group as special agent. He 
began in insurance as a fire prevention 
inspector in the midwest. He has been 
a multiple line special agent with sev- 
eral companies, most recently with 
Fireman’s Fund in Nebraska. 

Niagara Fire of America Fore Loy- 
alty group has elected Reese H. Harris 
Jr., executive vice-president of Han- 
over Bank, New York City, a director. 
He is also a director of Connecticut 
General Life. 
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Mo. Governor Asks 
Investigation Of 
Higher Auto Rates 


JEFFERSON CITY, MO.—Gov. Blair 
will direct Commissioner Leggett to 
investigate the whys and wherefores 
for the recent increases in automobile 
liability and property damage rates 
filed by National Bureau of Casualty 
Underwriters and National Automobile 
Underwriters Assn. The rates—from 
10 to 17% higher than those previously 
in eifect—became effective Dec. 17. 


Questions Increase In Rates 


The governor questions whether the 
increased rates are justified. If the 
investigation determines that the 
higher rates are not warranted by the 
real experience, the department will be 
directed to take whatever steps avail- 
able to it under existing laws to pro- 
vide reasonable rates. 

Gov. Blair indicated that he will 
ask the new Missouri general assem- 
bly which convenes early this month 
to revise the insurance laws to give 
the department greater authority with 
respect to rates. One change he will 
urge will be to require companies to 
show that higher rates are justified 
before they can be effected. Under 
existing laws, the commissioner’s ap- 
proval is not necessary before rates 
are increased. 





on you as his agent. 
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YOU'LL GO FARTHER with the HOLYOKE MUTUAL 


Get off to a flying start for the New Year with the Holyoke Mutual. 
Every time you sell a new policy or modernize an old one you'll go a 
long way in building goodwill and client confidence if you do business 
with the Holyoke Mutual. You can count on alert and courteous 
servicing to keep your client sold on the soundness of his purchase and 
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INSURANCE COMPANY 


SALEM, MASSACHUSETTS » FOUNDED IN 1843 
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OBSERVATIONS 





Adventure And Mystery Of Busy Day 
Show Why Honest Adjusters Go Gray 


The following report by an indepen- 
dent adjuster is a study in futility 
and frustration. The names of the 
principals involved, altered for obvious 
reasons, are Antonio Primez Velas- 
quez, insured; Juan Romero, claimant, 
and I. J. Blight, agent. The exhaustive 
report of an automobile claim investi- 
gation is given verbatim. 


We are submitting our report of 
investigation of the claim in caption. 

We received the above assignment 
in November, 1958, from Mrs. Lober- 
man. We knew from the newspaper 
account that the claimant had died 
the preceding day and we took prompt 
action. 

We immediately went to 14 Latimer 
. street, a poor neighborhood, and can- 
vassed the area for insured. He was 
not around but a man of his descrip- 
tion had lived at that address and 
they thought he was now on Utica 
avenue. We consulted with various 
sources in the neighborhood to deter- 
mine that. 

Leaving Latimer street, we called 
the agent’s office but could not contact 
him. We went to the widow of Juan 
Romero at 1820 Broadway and located 
her in this multiple family dwelling 
and obtained another Puerto Rican 
who could act as interpreter. We 
finally determined that she was repre- 
sented. 


How Attorney Got In Act 


We then went to the Catholic center 
on Utica avenue and saw Mr. Pepito 
who is in charge there. He was very 
much interested in how the widow 
came to be represented, and we drove 
him back so that he could check with 
her, and he determined that one of 
the attorney’s runners had gotten her 
into the attorney. We then returned 
Mr. Pepito to the Catholic center and 
went over the record of Juan Romero 
with Mr. Pepito, determining that the 
deceased had a wife and two children, 
but upon closer scrutiny of records it 
was determined that he was not 
married to the woman who bore him 
the children. We saw the birth certi- 
ficates of the children aged two and 
three. 

We located insured working at 
Tobey Tool Co. and talked with him 





. Publish Boston | 


Telephone Directory 

The Boston Insurance Telephone 
Directory has just been published 
by the National Underwriter Co. In 
it are the names, addresses and tele- 
phone numbers of persons active in 
Boston insurance. Copies may be 
obtained for $1 each from the Na- 
tional Underwriter Co., 420 East 
Fourth street, Cincinnati 2, Ohio. 











by telephone, setting up an appoint- 
ment for the next night. He was un- 
able to see us that very night and 
had to ciear our conference with his 
attorney Mr. Appelbaum. 

We next went to the home of Set* 
English, the driver of the adverse 
vehicle, 21 Rock street, who is repre- 
sented but did give us some informa- 
tion. He was lying in bed when we 
saw him, and had just been discharged 
from the hospital. 


Wrong Car Information 


We then proceeded to the scene of 
accident and made a_ preliminary 
canvass. We spoke with a young lady 
who was just leaving in her car, and 
she told us that her sister, Miss Nelly 
Blupo, saw the accident and took 
pictures. She advised that the Smiley 
Garage had taken the cars away. 

We went to Smiley Garage on 
Waldorf avenue and inspected the 
claimant’s car. Then we went to the 
other Smiley lot and saw insured’s 
car which turned out to be a 1951 
Buick rather than a 1951 Plymouth 
which we had listed on the policy 
information given us. We thought this 
probably represented a recent transfer 
and meant to cover this with insured 
when we saw him. 

That evening we went to the home 
of Nelly Blupo, who, we found, was 
just getting ready to leave and had 
much to do as she was getting married 
in two days. We arranged to see her 
the following morning. 

The next morning, we took a 2% 
page statement from Nelly Blupo and 
interviewed her father, Mr. Blupo, 
who spoke very poor English and had 
little to add to what his daughter told 
us. Then we took a signed statement 
from Violet Bloomer, sister of Nelly 
Blupo. Then, as a convenience, we 
took Nelly Blupo downtown and 
dropped her off and returned to the 
scene. 

We had heard that a Mr. Sampson 
who lives in the neighborhood had 
been to the scene, and we located his 
address but he was not in. 


Witnesses Are Skittish 


Also we proceeded with a Mrs. Hart 
on the corner who was too upset to 
discuss the incident, stating that the 
police had interviewed her three times 
and she was just a nervous wreck. 
We interviewed the manager of Tri- 
angle Paint on the corner who is the 
one who called the police, but he 
would not give us any information 
and did not want to become involved. 

The investigation was continued, 
and we obtained a statement from a 
Mrs. Moody at 20 Sands street, and 
also one from Mrs. Pilsudski on the 
first floor of the same address. We de- 
termined that Mrs. Pilsudski’s husband 


(CONTINUED ON PAGE 16) 
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“WE CAN EITHER SEND THE STOCKHOLDERS $1.75 P 
OR AN ANNUAL REPORT. — WHICH SHALL WE DO? 





Hits Antique Laws; 


Asks Enforcement 


R. L. Ballard, agent at Flint, Mich. 
writes: 


I have just read your editorial “A 
Step Toward Safer Highways” in your 
issue of Nov. 14 and am happy to see 
such an editorial get such wide distri- 
bution in the industry. Our system 
of licensing drivers is so utterly stupid 
that one could hardly believe it pos- 
sible if he did not see the results all 
around him. 

There is another phase of our 
accident problem which needs exa- 
mination, and Michigan Assn. of 
Mutual Insurance Agents has taken 
action in their convention to see if 
something can’t be done about it. 

Most of our traffic regulations are 
based on the thinking of the days of 
two wheel brakes and the model “T,” 
and posted speed limits are so un- 
reasonable that they are ignored en 
masse and no effort is made to enforce 
them. This means that these unrea- 
sonable limits are used only to in- 
crease the “take” in fines when the 
city fathers get religion and put on a 
safety drive or the small country 
villages and towns want to levy 
tribute on the passing motorist. 


Resentment Instead Of Respect 


The result is a serious blow to 
respect for all law because the law 
hasn’t been used to protect the public 
but has been employed as a trap and 
to levy tribute. The result is a burning 
resentment on the part of the victims 
instead of an increased respect for the 
law. 

We are now spending millions on 
driver education and we immediately 
nullify everything we have taught 
these kids by our example in disre- 
garding our stupid posted regulations 
en masse. We need desperately an 
immediate reexamination of our traffic 
regulations and a change from the 
antiquated thinking of 50 years ago 
to modern reguiauons which assist 
traffic to flow smoothly and safely— 
regulations that make sense to our 
motorists and which they can respect. 
Then we need honest steady enforce- 
ment which results in a _ growing 
respect for all law instead of an 


Says Modern Field Man 
Is Finest In History 


Robert R. Hufstader, state agent of 
Millers National at Des Moines, writes: 


If you will let me, I should like to 
inject my two cents worth into the 
current controversy sparked by your 
Oct. 10 article—Field Men Get Star 
Billing. I like to think that the old tim- 
er was misunderstood or misquoted in 
the remark attributed to him, ‘while 
the younger field men shrug their 
shoulders and say, ‘so what.’” It is 
difficult for me to believe that an as- 
tute, observing, seasoned field man 
would make such a statement. When 
I was 22 I was a state agent. Now, 35 
years later, I am still a state agent. In 
between I was a local agent for several 
years. 

It is nobody’s fault but my own 


that I am not at the top today, but) 
that is beside the point. My point is) 


this—never in all my years in the 
field or as a local agent have I been 
in competition with a finer, more 
conscientious, more eager to learn, 
more willing-to-work-overtime group 
of young field men than those now 
working in the states I travel—Iowa 
and Nebraska. Surely these states are 
no exception to the general rule. On 
the whole, these men are doing a su- 
perb job of public relations, fire pre- 
vention work, educating both them- 
selves and receptive agents. 





Work Early And Late 


In my headquarters city, Monday’ 
morning at 7:30, you will find a sub-| 
stantial number of our young field’ 


men attending a public speaking class 
on their own time. Why? You guessed 
it—they are preparing themselves for 
the greater responsibility they know 


will be theirs as the top side boys re-| 
tire or take off for that last long 


flight. And may I predict that when 
these same chaps do reach positions 
of authority, they’ll see to it that 
these progressive activities they now 
engage in on their own will be rou- 








almost total lack of enforcement until 
a sudden drive is put on with all the 
burning resentment it causes because 
what was all right yesterday results 
in a costly fine today. 
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tine, company supported and com- 
pulsory. 

May I digress a bit, but only to 
illustrate. Sure we are up against 
problems such as the industry has 
never faced before, and some that it 
has. Wasn’t it back around 1924 that 











we field men, upon orders, tramped 
over our territory cancelling existing 
automobile business and shutting off 
future offerings? And later we went 
out begging for it back? Incidentally, 
speaking of history repeating itself, 
wasn’t it about that time that a top 
company official caused quite a stir 
by speaking of field men as being 
“waiters without aprons?” 

Jt was but a few years later that 
rough times were encountered by just 
about everybody in the business. Some 
companies even turned to Reconstruc- 
tion Finance Corp. Remember? There 
was much soul searching. Readjust- 
ments and reorganizations were com- 
monplace, but the conventional com- 
panies came through with flying col- 
ors; they will do it again and the 
“shoulder shrugging” young field men 
will be in there pitching with every 
bit of their energy. And never fear, 
there is plenty of capable, venture- 
some, managerial talent in their 
ranks. 

I had several other observations to 
make regarding training, liaison with 
management, etc., but this has been 
so capably covered in your Nov. 21 
issue that anything I might add would 
provide only an anticlimax. But don’t 
let anyone sell our new crop of field 
men short. In their ranks is the tal- 
ent that will guide the industry to 
greater accomplishments than ever 
before. And a word to the stockhold- 
ers—hang on to your hats and your 
stock! You’ll need to do the former 
when these chaps get going. You'll 
never regret doing the latter. These 
men will carry on in the best tradi- 
tion of those who have been carrying 
the ball thus far. 


Columbus Claims Managers 


Elect Schulten President 
John J. Schulten, Liberty Mutual, 
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has been elected president of Colum- 
| bus (O.) Casualty Insurance Claims 
Managers’ Council. Roy F. Riemer, 
Maryland Casualty, was elected vice- 
| president, and Albert C. Eikenburg, 
National Union Indemnity, secretary- 
treasurer. 


Agent On Miss. Commission 
Commissioner Davis of Mississipi 
has appointed Julius G. Berry, local 
agent of Tupelo, a member of the state 
insurance commission. He _ succeeds 
Desmond King of Hattiesburg. 





| Fort Worth CPCUs Elect 

| George Peterson has been elected to 
| head Fort Worth CPCU chapter. Other 
officers are Russell Grace, vice-presi- 
| dent and Louis Newton, secretary- 
i treasurer. 
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Tri-State Insurance Building 
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TRI-STATE GROUP 


All Multiple Line 


Tri-State Insurance Company 
Farmers and Merchants Insurance Company 
Midwestern Insurance Company 


Home Office 
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Allstate To Enter 
Another Line — 
Boat Insurance 


Allstate will enter its eighth new 
insurance field in less than two years 
by offering all risk coverages on boats, 
outboard motors, trailers and miscel- 
laneous boating equipment in 43 states 
during the first week of January. 
Sales will be expanded into four addi- 
tional states in the near future. The 
policies will be sold over the counter 
in Allstate booths in Sears, Roebuck & 
Co. stores and in the Allstate sales- 
service locations and insurance centers 
throughout the U.S. Personal liability 
will be offered as an optional coverage. 
Since February, 1957, the Allstate 
group has expanded operations to 
include theft, homeowners, life, com- 
mercial fire, commercial liability and 
group and individual accident, sick- 
ness and hospitalization insurance. 


Chicago Casualty Managers 


Honor Freeman C. Read 


Chicago Assn. of Casualty & Surety 
Managers at its December meeting 
paid honor to one of the charter mem- 
bers who is retiring, Freeman C. Read 
of Royal Exchange. Advice as to the 
future was offered Mr. Read by George 
Maloney, retired manager of Hartford 
Accident. 

The officers elected in November 
presided at their first meeting, they 
being: President, John S. Warren, 
General Accident; vice-president, 
Frank D. Whipple, Aetna Fire; secre- 
tary-treasurer, Clyde <A. Winkler, 
Yorkshire, and assistant secretary- 
treasurer, Fred A. Miller, Royal-Globe 
group. 

The next meeting will be at the 
Union League Club Jan. 20 at which 
time the speaker will be Edward J. 
Dirksen, assistant general counsel of 
Prudential and former executive man- 
ager of Illinois Assn. of Insurance 
Agents. 


Car Warranty Firm Quits | 


Car Warranty Corp., which has sold 
warranties to used car dealers for 
mechanical defects in inspected cars, 
has ceased operations. This was a 
firm owned by Commercial Investment 
Trust, whose officials said the deci- 
sion to discontinue the firm is based 
on different attitudes and rulings 
of insurance supervisory authorities. 
Some have ruled that used car war- 
ranties are insurance contracts. This 
subjects companies issuing them to 
insurance law and regulation, and 
therefore posed operating difficulties 
for Car Warranty Corp. 


Albert R. Pierce local agency and 
Ebel-Scott agency, both of Moses 


Lake (Wash.), have been merged and 
are now operating as Security Asso- 
ciates at 108 West Broadway. 
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After You Say You're Sorry! 


You can say that the companies 
of the New Hampshire Fire Insur- 
ance Group have built their 90- 
year reputation on prompt and 
fair claim payment. 


GRANITE STATE 
FIRE INSURANCE 


COMPANY 


NEW HAMPSHIRE 
FIRE INSURANCE 


COMPANY 





MANCHESTER NEW HAMPSHIRE 















ALL RISKS COVERAGE 
EXCESS CASUALTY 
DEDUCTIBLE FIRE 


N 


Nationwide service to agents and brokers 





Ca 


Representing Lloyds London 





GRIFFITHS, TATE LTD. 
175 W. Jackson Blvd., Chicago 4, Ill., WAbash 2-7577 


Howard A. Goetz, President 














@ Few possessions are more prized 
—or more costly to replace—than 
jewelry and furs. Articles of jewelry 
can easily be lost or misplaced; 
furs are highly damageable. Both 
are natural targets for thieves. 

Better make sure that clients and 
prospects are told of the favorably 
low rates at which the Jewelry-Fur 
Floater is written. As important, 
that newly-acquired items are 
scheduled to give present clients 
the full protection they need. 


Cui Craloubfitud, 


Give them the complete 


all-risks protection they need 


While you’re about it, suggest 
that the Personal Articles Floater 
be written to cover not only jew- 
elry and furs but cameras, silver- 
ware, other valuables—under one 
policy, at low package rates! 

In fact, producers whose sales 
plans are along inland marine 
lines should know more about the 
scope, ample capacity, claims and 
loss prevention services our facili- 
ties provide . . . for better handling 
of personal and commercial accounts. 


INSURANCE COMPANY 


indianapolis 7, indiana 


Western Department: Omaha 2, Nebraska 
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Convention Dates 





Jan. 30-31, National Assn. of Claimants’ Com- 
pensation Attorneys, midwinter, Sheraton- 
Cadillac Hotel, Detroit. 

Feb. 5-6, Conference of Mutual Casualty Com- 
panies, fire conference, Conrad Hilton Ho- 
tel, Chicago. 

Feb. 16-18, Health Insurance Assn., group in- 
surance forum, Biltmore Hotel, New York. 

Feb. 26-28, Tri-State Mutual Agents Assn. of 
Pennsylvania, Maryland & Delaware, annual, 
Penn-Harris Hotel, Harrisburg. 

March 9, West Virginia I-Day, Clarksburg. 

March 12-13, Conference of Mutual Casualty 
Companies, underwriting conference, Con- 
rad Hilton Hotel, Chicago. 

March 23-25, National Assn. of Independent 
Insurers, workshop, Shamrock-Hilton Hotel, 
Houston. 

April 2-4, National Assn. of Surety Bond .Pro- 
ducers, annual, Plaza Hotel, New York. 

April 5-7, Midwest Territorial Conference of 
the National Assn. of Insurance Agents, an- 
nual, Hotel Skirvin, Oklahoma City. 

April 5-7, Oklahoma agents, 50th annual, Ho- 
tel Skirvin, Oklahoma City. 

April 26-28, Iowa agents, annual, Roosevelt 
Hotel, Cedar Rapids. 

April 30-May 1, Conference of Mutual Cas- 
ualty Companies, claim conference, Conrad 
Hilton Hotel, Chicago. 

May 3-5, Alabama agents, annual, Whitley 
Hotel, Montgomery. 

May 3-5, New York agents, annual, Hotel Syr- 
acuse. 

May 4-6, American Mutual Insurance Alliance, 
annual, Edgewater Beach Hotel, Chicago. 

May 4-6, Health Insurance Assn., Bellevue- 
Stratford Hotel, Philadelphia. 

May 4-6, National Assn. of Mutual Casualty 
Companies, annual, Edgewater Beach Hotel, 
Chicago. 

May 6-8, National Assn. of Independent Insur- 
ance Adjusters, annual, Shamrock Hilton 
Hotel, Houston. 

May 11-13, Board of Fire Underwriters of the 
Pacific, Biltmore Hotel, Santa Barbara, Cali- 
fornia. 

May 11-14, National Assn. of Insurance Brokers, 
annual, New York. 

May 17-20, Insurance Accounting and Statisti- 
cal Assn., annual Ambassador Hotel, Atlan- 
tic City. 

May 18-20, American Assn. of Managing Gen- 
eral Agents, annual, Essex House, New 
York. 

May 21-22, Georgia agents, annual, Biltmore 
Hotel, Atlanta. 

May 21-23, Florida agents annual, Jacksonville. 

June 1-2, Eastern Underwriters Assn., mid- 
year, Otesaga Hotel, Cooperstown. 

June 8-12, NAIC, annual, Statler Hotel, Bos- 
ton. 

June 14-17, Conference of Mutual Casualty 
Companies, management conference, Ant- 
lers Hotel, Colorado Springs, Colorado. 

June 14-17, International Assn. of A&H Un- 
derwriters, annual, French Lick-Sheraton, 
French Lick, Ind. 

August 2-7, Honorable Order of the Blue 
Goose, International, annual, Statler Hotel, 
Los Angeles. 

August - 24-25, South Dakota agents, annual, 
Sheraton-Johnson Hotel, Rapid City. 

Sept. 9-11, Washington agents, annual, Daven- 
port Hotel, Spokane. 

Sept. 10-11, Conference of Mutual Casualty 
Companies, sales & agency conference, Con- 
rad Hilton Hotel, Chicago. 

Sept. 28-30, New Hampshire agents, annual, 
Wentworth-by-the-Sea, Newcastle. 

Oct. 4-6, Kansas agents, annual, Town House, 
Kansas City. 

Oct. 11-14, Conference of Mutual Casualty 
Companies, annual, Baker and Adolphus 
Hotels, Dallas. 

October 11-14, National Assn. of Mutual Insur- 
ance Companies, annual, Baker and Adolph- 
us Hotels, Dallas. 

Oct. 15-16, Nebraska agents, annual, Town 
House, Omaha. 

Oct. 18-20, Missouri agents, annual, Hotel 
Governor, Jefferson City. 

Oct. 25-27, Illinois agents, 60th annual, Le- 
land Hotel, Springfield. 

Oct. 26-28, National Assn. of Independent In- 
surers, annual, Sheraton Park Hotel, Wash- 
ington, D. C. 

Oct. 27-28, Massachusetts agents, 
Sheraton Plaza Hotel, Boston. 

Nov. 15-18, Indiana agents, annual, Claypool 
Hotel, Indianapolis. 

November 16-18, Health Insurance Assn., in- 
dividual insurance forum, Biltmore Hotel, 
New York. 

Nov. 19-20, Conference of Mutual Casualty 
Companies, accounting & statistical, office 
methods personnel, Conrad Hilton Hotel, 
Chicago. 


W. Va. To Give Agents 


Permanent Licenses 

West Virginia agents will receive 
permanent licenses after April 1 with 
savings to the state estimated at 
$5,000 annually by the State Insurance 
Commission. Previously, agents were 
required to renew licenses each year. 


annual, 
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. .. to lay your plans for in- 
creased business! Widening 
your circle of prospects is one 
way; increasing coverages of 
present assureds is another. 
With this ‘forward look’ you’ll 
need a new kind of personal 
service. Millers National and 
Illinois may be just what you 
are looking for. Flexible con- 
tracts—plus our special brand 
of efficiency—can step-up your 
ability to produce on the firing 
line. Now is the time to get 
ready for Tomorrow . . . Drop 
us a line Today! 
















MILLERS NATIONAL 
INSURANCE COMPANY 






ILLINOIS 
INSURANCE COMPANY 
Home Office, Chicago 6 








THE OLDEST INSURANCE 
COMPANY IN THE WORLD 
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North British in 1959 is celebrating 
the 150th year of its founding. During 
1% centuries it has survived both 
economic crises and good times with 
successive managements following the 
policy of investing, underwriting and 
managing for the long pull so that, in 
good times and bad, it could meet all 
of its obligations promptly and under 
every condition. 

The company has weathered stormy 
times in 150 years. When it was 
organized in 1809, Napoleon was at 
the zenith of his power. Business was 
at a standstill. When it entered the 
US. in 1866, the country was emerging 
from the paralysis of the Civil War. In 
1958 the insurance business is trying 
to make up for the several successive 
bad financial years. 

The company was organized in 
Edinburgh in 1809 as North British 
Ins. Co. But in 1862 there was a 
union with Mercantile Fire, and 
the corporate title was changed to 
North British & Mercantile. 


$175,000 In 17 Months 


In August, 1866, the U.S. branch 
was established at 74 Wall street, New 
York, with Ezra White as manager. 
During that initial year business was 
= transacted only in New York City. But 
g | in July, 1867, agencies were estab- 
lished in Boston and Philadelphia and 
shortly afterwards in other important 
cities. At the close of 1867 it was 
| found that for the 17 months following 
ll | the writing of the first policy in the 
al U.S., premiums had amounted to more 

than $175,000, which was considered a 
| very satisfactory beginning. 

The first U.S. manager, Mr. White, 


‘| Industtial Fire Filings 
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ir | By Interstate Fire Are 
° Approved In Mississippi 
2 Mississippi has approved rates and 


forms filed by Interstate Fire of Chat- 
tanooga for industrial fire coverage. 
The rating formula is as follows: Sales 
commission, 4.6%; collection commis- 
sion, 25.3%, supervision, 5.7%; home 
office and field clerical expenses, 
13.7%; taxes and fees, 3.7%, and pro- 
fit and contingencies, 5%. This leaves 
42% for loss and loss adjustment 
expense, compared to a 47.3% five year 
average for the companies in Missis- 
sippi Rating Bureau. The company did 
not file the mandatory $50 deductible 
for extended coverage because its aver- 
age EC claim is only $18.46. 









GAB Changes In East 


General Adjustment Bureau has 
appointed Charles L. Priar branch 
manager at Reading, succeeding Court- 
ney J. Haddock, who transferred to 
Wilkes-Barre. Mr. Priar joined GAB 
in 1947. J. W. Drexler has been ap- 
pointed branch manager at Vineland, 
N. J., succeeding E. R. Powers, re- 
signed. Mr. Drexler started with GAB 
in 1950 and was senior adjuster at 
Vineland prior to his new appointment. 

Frederick S. Groves, assistant branch 
manager at Newark, and James D. 
Burt, senior adjuster at Albany, have 
retired. 








CONFIDENTIAL NEGOTIATIONS 
FOR SALE OF 
INSURANCE COMPANIES | 
Ralph F. Colten 
30 N. LaSalle St. 
Financial 6-9792 


- 


Chicago 2, Ill. 
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1959 North British’s 150th Anniversary 


retired in 1876 and was succeeded by 
Charles E. White and Samuel P. Blag- 
den as associate managers. They acted 
in that capacity until 1887 when Mr. 
White retired and Mr. Blagden, who 
had been with the company almost 
from the time of its admission into 
the U.S., became sole manager. Mr. 
Blagden was followed in 1894 by 
Henry E. Bowers, who retired at the 
end of 1899. From 1900 to 1919 E. G. 
Richards served as manager. Cecil F. 
Shallcross succeeded him and served 
as U.S. manager 1919 through 1945. 
George H. Duxbury was appointed his 
successor and held the post 1946 
through 1951. William L. Nolen, the 
present incumbent, succeeded him. 


Mr. Nolen’s Career 


Mr. Nolen joined North British 
group in 1928 as Michigan inspector 
and served for many years as Tennes- 
see field man and Michigan depart- 
ment manager before going to the 
New York head office in May, 1946, 
as assistant U.S. manager. He has had 
many years of experience in field, 
branch office and administrative ca- 
pacities and is among the younger 
executive heads of large insurance 
groups. Besides heading several indus- 
try associations and organizations, he 
is a member of many important 
committees. 

An early director of the U.S. branch 
was Theodore Roosevelt, father of 
President Theodore Roosevelt, who 
took so much interest in its operation 
that he was an almost daily visitor. 
John Jacob Astor was a member of 
the board and at his death he was 
succeeded by James A. Roosevelt of 
Roosevelt & Son, lawyers. Another 
early director was Jacob Wendell, a 
New York merchant, who, when he 
died, left one of the city’s largest 
estates. 

North British acquired Common- 
wealth in 1907 and Pennsylvania in 
1917. Mercantile was organized in 1897 
by North British and was known as 
North British & Mercantile of New 
York. In 1915 the name was changed 
to Mercantile of America. Homeland, 
recently merged with Central Surety, 
was organized in 1927 by North British. 

North British group rounded out its 
fire and allied property coverage 


facilities by purchasing Central Surety 
in 1955, thus adding casualty and 
surety facilities and becoming a multi- 
ple line group. 

The group is entered in all 49 states, 
District of Columbia and Hawaii. 


Severe Tests Have Been In U.S. 


Many of the severe tests of the 
strength of North British have oc- 
curred in the U. S. It had been operat- 
ing here only five years and had only 
$1,340,000 in U. S. assets when it was 
involved to the extent of $2,330,000 in 
the Chicago fire of 1871. The London 
board at once cabled, “Settle losses 
promptly. Draw at three days’ sight. 


Subscribe $5,000 for sufferers.” In the 
New York office is a circular dated 
1871, giving a list of claims 


Dec. 5, 
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Revise Auto BI PDL 
In O., Mont., Ida. 


National Bureau of Casualty Under- 
writers has revised rates for BI and 
PDL on private passenger. cars, com- 
mercial cars and division 1 garages in 
three states, effective Dec. 31. 

In Idaho the private passenger rates 
are reduced 3.7%, commercial cars are 
reduced 1.7%, and garages are in- 
creased 24.3%. In Montana, these fig- 
ures are up .5%, down 9.7%, and up 
3%, and in Ohio up 18.5%, up 10% and 
down 12.5%. 


Capital Stock Assn. To Meet 


Minnesota Capital Stock Insurance 
Assn. will hold a general meeting Jan. 
29 at Minneapolis. 





(CONTINUED ON PAGE 21) 
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Show Why Honest Adjusters Go Gray 


(CONTINUED FROM PAGE 12) 


had come upon the scene shortly after- 
ward, and we were to return that 
evening at 6:45 for the husband’s 
signed statement. 

We then interviewed two garage 
men at Dunbar Garage on Sands 
street, who advised that they did not 
get out to the scene until some time 
after it occurred. Then, in our canvass, 
we located a Mrs. Spratling and took a 
signed statement from her. She was 
the party who had seen the car back 
over the deceased. 

We then proceeded with Jack Moody 
a youngster about 12 years old, who 
gave us the name of John Inzero, a 
high school student, who supposedly 
saw the accident. We proceeded to 
the latter’s home at 200 Waldorf ave- 
nue and saw the boy’s father as the 
boy was not there. We did arrange to 
see the boy that evening. 


Insured Is Not Insured 


At 5 p.m. we proceeded to 40 Middle 
street in the heart of a poor neighbor- 
hood to see insured. When we inter- 
viewed him he told us that his at- 
torney had told him not to give us 
any information and after considerable 
discussion of the matter with him, we 
determined that he was claiming he 
had no liability insurance, had never 
heard of the agent, Mr. Blight, had 
never owned a 1951 Plymouth and 
never lived at the address we had on 
record. 

It developed that he does not know 
an insured named Antonio Primez 
Velasquez but once when he went for 
motor vehicle plates they gave him a 
bad time because they told him plates 
were already out in his name. We 
showed him our policy information and 
he immediately picked up the fact that 
insured is Antonio Primez Velasquez, 
while his name is Antonio Primos 
Velasquez. 

From questioning Antonio Primos 
Velasquez it became evident that he 
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was not the named insured. We tried 
to locate the agent that evening with- 
out success although we called him at 
his home in addition to his office. 

We were unable to discuss this 
with Mr. Blight, the sub-agent, until 
Sunday morning, at which time Mr. 
Blight advised that he had sent the 
report in on the basis of the newspaper 
clipping and the following day had 
determined or at least found evidence 
to suspect that the man involved ir 
the accident was not our insured and 
had called this to the attention of 
Mr. Millstone at Agent Lombard’s of- 
fice. However, we at this office never 
received any information concerning 
that, and because of the fact that this 
was a death case had no alterna- 
tive but to plunge right in and get 
what information we could as soon as 
possible. 

We immediately called a halt to 
our investigation when we determined 
that the man involved in the accident 
was not our insured and we called 
off a survey of the claimant’s vehicle 
by the state automotive appraisers and 
also called off a request for photos 
of the various cars at the intersection 
by the Milo Studio. Unfortunately, we 
spent the greater part of two days on 
the case before becoming aware that 
our actual insured was not involved. 

We are closing our file. Find en- 
closed our bill for services and ex- 
pense’. 


Casualty Safety Men Elect 
Milton B. Hofmann, supervising 
engineer in the western department of 
General Accident, Chicago, was elec- 
ted president of Society of Casualty 
Safety Engineers at the recent annual 
meeting. He succeeds Charles H. Jones 
of Michigan Mutual. Other officers 
elected were A. D. Tiedmond, Central 
States Audit & Inspection Service 
Bureau; Kenton E. Taft, Commercial 
Union, and Paul A. Peterson, Zurich, 
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Written with limits of $1,000, the annual 
premium is nominal. Get more facts about 
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A. F. Shaw today. 
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all vice-presidents; Irving L. Stone, 
Casualty Mutual, secretary, and A. E. 
Forrer, Glens Falls, treasurer, all of 
Chicago. 


Pick Verbiest To Head 
Detroit Agents’ Assn. 


C. M. Verbiest has been elected pres- 
ident of Detroit Assn. of Insurance 
Agents, succeeding John E. Cole Jr. 
Other new officers are Frank J. Goss- 
inger, vice-president, and John P. 
Hinkley, treasurer. 

Paul J. Cooley and Messrs. Verbiest 
and Hinckley were named directors. 


Unique N. Y. Loss Runs 


Gamut of Business 

Points & Viewpoints, monthly bulle- 
tin of Jaffe agency of New York City, 
has cited some unusual losses: involv- 
ing infrequently encountered techni- 
calities. 

In one case, a drug store opened up 
in a suburban shopping center in 
December, 1957, just a few weeks 
before Christmas. On Dec. 24 fire 
caused damages, necessitating a two 
day shutdown. The store had expected 
to remain open for a busy Christmas 
day, but there was no past history on 
which to base the business interrup- 
tion loss. With insured’s consent, the 
broker worked out a practical and 
sensible solution. Insured was paid 
$150 on account, representing two 
normal days’ loss. Settlement of the 
remainder of the loss was postponed 
until after Christmas of 1958 which 
would provide a measure of the 
amount due. 

The broker faithfully marked his 
diary to reopen the claim early in 
January, 1959. However, the super- 
market in the shopping center—the 
drawing card for half of insured’s 
customers—was nearly destroyed by 
fire in November 1958 with no prospect 
of reopening before Christmas. Thus 
the chance of substituting the drug 
store’s 1957 business interruption loss 
was lost. At present no solution has 
been found for the problem of reim- 
bursing insured for last year’s loss. 

More serious is the fact that in- 
sured’s much larger loss due to shut 
down of the supermarket by fire was 
uninsured and uninsurable. 


Va. Fines Eight Insurers 


Eight more insurers have made com- 
promise settlements with Virginia state 
corporation commission under penalty 
provisions of the state safety responsi- 
bility law. This requires insurers to 
file reports with the division of motor 
vehicles, indicating whether motorists 
involved in serious auto accidents have 
sufficient insurance to meet the law’s 
requirements. 

Hartford Accident paid a settlement 
of $300. Other penalties, ranging from 
$25 to $100, were paid by Maryland 
Casualty, Keystone Auto Club Casualty, 
Indiana Lumbermens Mutual, Great 
American Indemnity, Indemnity of 
North America, American Hardware 
Mutual, and National Surety. 


N. J. Auto Laws Effective 


A law raising assessment fees of 
uninsured motorists for the: New Jer- 
sey unsatisfied claim and judgment 
fund from $3 to $8 became effective 
Jan. 1. 

Another act raising required auto- 
mobile liability limits under the finan- 
cial responsibility law from 5 /10/1 to 
10/20 /5 became effective the same 
date. 
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Loyalty In Three 
Top Staff Changes 


Loyalty group has advanced William 
E. Carberry from assistant secretary 
to vice-president. Robert W. Mac. 
Grath, vice-president, has beep 
named treasurer and executive sec. 
retary. Elmer C. Mueller was elected 
secretary. 

Mr. Carberry began with Fidelity & 
Casualty in 1926 and joined Com. 
mercial, Loyalty affiliate, later that 
year. In 1932 he became claims ex. 
aminer at the head office, and in 1939 
he was named assistant secretary of 
all group companies with supervision 
of casualty liability claims in the 
eastern department. 

Mr. MacGrath began with Scottish 
Union in 1911. He joined Loyalty in 
1926 at San Francisco and was ap- 
pointed assistant secretary in 1929, 
secretary in 1934, 2nd vice-president 
in 1941, and vice-president in 1954, 

Mr. Mueller was with New Jersey 
Fidelity & Plate Glass Ins. Co. from 
1920 to 1932 and became superintend- 
ent of the burglary department. In 
1932 he joined New Jersey insurance 
department as a claims examiner. In 
1937 he went with Loyalty as a cas- 
ualty claims examiner. He has been 
chief claims examiner since 1941. 


To Recommend Raising 
Texas Board Funds 


AUSTIN—Substantial increases in 
appropriations for the Texas board for 
the 1959-61 biennium will be recom- 
mended by Gov. Daniel to the next 
legislature. 

The board, which currently has an 
appropriation of $2,292,718, is slated 
by the governor to receive $2,823,630 
for the first year of the biennium and 
$2,803,924 for the second, an increase) 
of about $1 million for the two years. 
The board had requested appropriations 
of $2,944,573 and ‘$2,900,582, respec- 
tively. 

Gov. Daniel’s recommendations in- 
cluded all personnel that the board had 
requested, but provided for no salary 
raises other than those that may result 
from the job classification survey now 
being completed by the state. 


Atlantic Mutual In 
Three Staff Changes 


Philip F. Ruth has been named as- 
sistant vice-president of Atlantic Mu- 
tual and Centennial. He is assistan 
general manager of Atlantic’s midw 
division in Chicago, and joined the 
companies in 1936 as a fire underwrit- 
er in the home office. After navy serv: 
ice he returned to the group, was made 
an assistant secretary in 1950 and as 
sistant general manager in Chicago i 
1955. He continues in this capacity at 
Chicago. 









Charles G. MacKenzie has _ beet 
named claims secretary and George 


Sug¢ 
In M 


Subr 
hospital! 
either I 
might c 
ness, SU 
Baton 
ant. In 
ance L 
story in 
vocate. 
$280,681 
Hospita 
Casualt 
asks $1 
000 for 
for loss 

Accol 
mitted 
of his ] 
bunion. 
placed 
tendant 
and it « 
says th 
the tim 
burn. C 
later t 
the kne 


Suggest 


“Assi 
ered by 
Menefe 
the cla 
both th 
for ex 
We wo 
able f 
against 
ant for 
from t 

“The 
this cl 
fearful 
the me 
that it 
elsewhe 
howeve 
and he 
sibility 
some 0 
ness.” 

In cc 
the sa 
Belli, t 
ney, Mi 
had so 
rect, st 
the ins 
propags 
tive jur 
in pers 
said “t! 
pears, | 
and stil 
body i: 
ance bt 
the bes 

Mr. 
usual, 
remain 
ance in 
forthco: 
or fror 
tion ors 


John: 


M. Marshall Jr. assistant secretary © serving 


the group. 
Mr. MacKenzie has 


has ope 
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manager of the home office mariN@ firm pz 


and fire claims department since 195! 
and has been with Atlantic Mutua 
since 1939. 

Mr. Marshall joined Atlantic Mu 
tual in 1946 and subsequently becamé 
an assistant underwriter in the home 
office marine cargo department. i 
1955 he advanced to marine manager 
at Chicago. 


C. M. Hoiness and Alem LaBar ha 
merged their Billings, Mont., agencie 
into the Hoiness-LaBar agency. 
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Suggests Subrogation 
In Malpractice Cases 


Subrogation by A&sS insurers against 
hospitals and their attendants when 
either have been guilty of malpractice 
might cure some of the ills of the busi- 
ness, suggested George H. Menefee of 
Baton Rouge, management consult- 
ant. In his bulletin, Louisiana Insur- 
ance Digest, he refers to a_ recent 
story in the Baton Rouge Morning Ad- 
yocate. James Magee has filed suit for 
$280,680 against Baton Rouge General 
Hospital, Hartford Accident and Aetna 
Casualty for loss of his right leg. He 
asks $150,000 for loss of the limb, $1,- 
000 for medical expenses and $129,101 
for loss of future wages. 

According to Magee, he was ad- 
mitted to the hospital on the direction 
of his physician, for the removal of a 
punion. Magee says his foot was 
placed under a heat lamp and the at- 
tendant neglected to remove the lamp 
and it caused a “terrible” burn. Magee 
I says that he was under sedatives at 
the time and was not aware of the 
burn. Gangrene set in, he claims, and 
later the leg was amputated above 
the knee. 


Suggest Subrogation 


“Assuming that the claim was cov- 
ered by hospitalization insurance,” Mr. 
Menefee says, “it seems evident that 
the claimant is entitled to recover for 
both the treatment of the bunion and 
for expenses involving amputation. 
We wonder if it would not be reason- 
able for the insurer to subrogate 
against the hospital and the attend- 
ant for additional expenses resulting 
from the alleged malpractice. 

“The majority of companies writing 
this class of business are obviously 
fearful of incurring the displeasure of 
the medical profession on the grounds 
that it might result in higher claims 
elsewhere. The possibility does exist, 
however, that requiring the doctors 
and hospitals to assume the respon- 
sibility for their negligence might cure 
some of the present evils in the busi- 
ness.” 

In connection with another story in 
the same paper concerning Melvin 
Belli, the California claimant’s attor- 
t} ney, Mr. Menefee said “Belli, as usual, 
had some very interesting, if incor- 
rect, statements to make. He accused 
the insurance industry of constantly 
propagandizing the public as prospec- 
tive jurors to oppose ‘adequate awards’ 
in personal injury cases.” Mr. Belli 
said “the insurance companies, it ap- 
pears, are able to pay decent awards 
and still make fantastic profits. Every- 
body is trying to get into the insur- 
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American Glass Enters 
Auto Glass Replacement 


American Glass Co., in the plate 
glass replacement business for more 
than 40 years in 
the Chicago area, 
has now entered 
the auto glass re- 
placement field. 
Available to poli- 
cyholders with 
comprehen- 
sive cover, Amer- 
ican Glass installs 
factory auto glass 
and accessories at 
the home or place 
of business, ac- 
cording to  Ber- 
tram B. Provus, vice-president insur- 
ance sales. 

The company, which maintains a 
large fleet of trucks with two-way 
radios, also has offices in Detroit. 


Smith Renamed In Pa. 


Francis R. Smith will continue as 
commissioner in Pennsylvania, Gov.- 
elect David L. Lawrence has indicated. 
The new governor, of the same politics 
as his predecessor, takes office Jan. 20. 
The commissioner’s salary will be $20,- 
000 instead of $15,000 as a result of a 
state salary revision by the legislature. 


Files For Higher WC Rates 


National Council on Compensation 
Insurance has filed for rate increases 
in Mississippi. Included is a flat 2% 
increase to provide for the increased 
cost that will result from the decision 
of the supreme court in the case of 
the Mississippi department vs Mrs. 
Alice Dinsmore. The council contends 
that this decision affords a basis for 
future compensation awards on claims 
which heretofore have been termed to 
be outside the provision of the WC 
act. 

The filing reflects the effect of 
legislation which became effective 
Jan. 1 providing for a 14.9% increase 
in benefits. 

The proposed average changes and 
manual premium level, by group, is as 
follows: Manufacturing, 21.1%; con- 
tracting 16.4%; and all other, 12.3%. 
The average increase is 15.9%. 


Bertram Provus 


Fort Joins Paige & Co. 


J. Donald Fort has joined John C. 
Paige & Co. in Boston, to handle ocean 
and inland marine lines. Since 1933 
he has been in underwriting and pro- 
duction of inland marine. For 11 years 
he has been with Employers Liability 
as assistant secretary of Employers Fire 
and superintendent of the property un- 
derwriting department. 


Standard of New Jersey directors 
have recommended to stockholders a 
revision in the charter to include radio- 
active contamination and other risks of 
direct physical loss to nuclear energy 
installations and facilities. In 1955 the 
company broadened its charter to write 
auto PHD and multiple line on dweil- 
ings. 
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Big Commissions Are 
Necessary, Contend 
S.C. Small Loan Men 


At a hearing conducted by J. E. 
McDavid, South Carolina deputy com- 
missioner, Frank E. Jordan, attorney 
for South Carolina Small Loan Assn., 
denied that commissions of 50% to 
90% on life, A&S and property cover- 
ages written in connection with pa- 
trons of small loan companies were 
either outlandish or exorbitant. He 
said that the risk of making small 
loans, and of administering and servic- 
ing not only the loans but the claims 
arising out of the coverage justified 
the commissions. 

Much of Mr. Jordan’s presentation 
was aimed at rebutting Mr. McDavid’s 
opening observation that small loan 
insurance costs seemed out of all 
proportion to those encountered i 
writing conventional insurance. Sup- 
porting his findings, Mr. McDavid 
stated that conventional life insurers 
report that 50% of their premiums (sic) 
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go to payment of losses, as against only 
20% for life insurance written on 
small loan patrons. Regular A&S com- 
panies pay 62 cents on every premium 
dollar against 19 cents for the small 
loan companies. Regular property 
(fire) coverage on personal property 
and automobiles shows 49% for losses 
as against less than 17% for small 
loan insurance on similar property. 
“When the small loan insurance busi- 
ness is taki: g $6% million a year 
from the public and paying out only 
19% it looks like there is something 
wrong,” Mr. McDavid said. 

Mr. Jordan protested that not 
enough experience had been gained in 
this particular type of business to 
warrant any change of rates. He was 
joined in that plea by Robert H. Lov- 
vorn, president of Calhoun Life and 
its affiliate Sentinel Life, and James 
R. Mann, chairman of Surety Life. 
All contended that losses were going 
up and urged that rates not be re- 
duced. 

Kirk Landon, senior vice-president 
—credit life, of American Bankers 
Life stated that if losses continue to 
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rise, his company will not be able to 
continue paying 65% of premiums for 
commissions. 

Mr. McDavid said that the insurance 
department is concerned with whether 
the insurers can maintain their re- 
quired solvency in the face of high 
administrative costs. Several small 
loan spokesmen indicated that com- 
missions on insurance were a major 
element in making the small loan 
business profitable. Mr. McDavid stated 
that an announcement will be made 
early in 1959, concerning the rates. 


Washington CPCUs Elect 


Washington, D. C., CPCUs elected 
Lowell Seim, Howard & Hoffman 
agency, president; Walter D. Neigh- 
bors, Ralph W. Lee & Co., vice-presi- 
dent; Robert Oxenham, Victor O. 
Schinnerer Co., secretary; and Asher 
Kahn, Travelers, treasurer. 


New Orleans Assn. of Mutual In- 
surance Agents has elected Pierre L. 
Thibaut Jr. president, succeeding John 
W. Enos Jr. 
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121 - 2nd Ave. East—Twin Falls, Idaho 











LOVELL-PASCOE, INC. 


ADJUSTERS & SURVEYORS 

815 —— Sees 14, Ohio 
SU 1-2092 
inion Branch: 

820 Peoples Merchants Bank Bldg. 
Tel. GL 2-7674 

Elyria Branch: 313 Elyria Block 








C. R. WACKENHUTH AND SON 


ADJUSTERS FOR THE 
COMPANIES—ALL LINES 
301 Mid-Continent Bidg. 
Tulsa, Oklahoma 
Phones LU 2-5460 
GI 7-3850 














THOMAS D. GEMERCHAK 
insurance Adjusters 
All Lines 
416 Citizens Bidg., Cleveland 14, Ohio 
Phones Off. Su. 1-2666 - Res. Fa. 1-9442 








R. L. LYNCH AND COMPANY 
ua Fire and Casualty—All Lines 


H. O.—Springfield, Illinois 
IHinois Branch Offices 
Alton - Belleville - Decatur 
Jacksonville - Peoric 











H. BRUCE WELCH & ASSOC. 
Multiple Line Adiuttors and investigators 
536 So. West 29th Street 
Skishoma City 9, Oklahoma 
4-1408-09-00 


MElrose 
ot ae Welch, Manager 


Bill Prespert & t sces Hie "i, Casualty “Adjusters 
orn, 
Servicing a 200 mile radius. 
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Flagg Retiring As 
Head Of Merrimack, 
Cambridge Mutuals 


Burton S. Flagg, president and 
treasurer of Merrimack and Cam- 
bridge Mutuals, is retiring, effective 
Dec. 31, after 58 years with the com- 
panies. His successor will be Edward 
C. Nichols, who has been senior vice- 
president and secretary. 

Also advanced are Herbert H. Veit 
to senior vice-president and a director, 
Walter Tomlinson to counsel and cor- 
porate secretary, and Geoffrey B. 
Nicoll to underwriting _ secretary, 
Frank L. Brigham wes named to the 
board of Bay State. 

Mr. Flagg, who joined Merrimack 
Mutual as secretary in 1901, has been 
president since 1913. He has also 
served as president of Mutual Fire 
Insurance Assn. of New _ England, 
Federation of Mutual Fire Insurance 
Companies, National Assn. of Mutual 
Insurance Companies, chairman of 
commissioners of American Mutual 
Insurance Alliance, and charter trus- 
tee of American Institute. 


Plan New Aviation 
Reciprocal In Mich. 


Airway Associates, a new corpora- 
tion in the aviation insurance field, 
held its organizational meeting at Ann 
Arbor recently. The corporation in- 
tends to establish and manage a 
reciprocal to be known as Airway 
Underwriters, specializing in aviation 
insurance with home offices at Ann 
Arbor. 

Management of the reciprocal will 
be provided by those presently associ- 
ated with Airway Underwriters Inc. 
of Ann Arbor and the Roe agency of 
Dundee, Mich. Robert Crawford, an 
attorney, heads Airway Underwriters 





and Roe agency is owned and operated 
by Clair Roe. 

The reciprocal will be the official | 
insurer of members of National Aero 
Club, a nationwide organization with | 
members in 26 states. 


Hickey Retires From Home 

John D. Hickey is retiring as a man- 
ager in Home’s New York metropolitan 
department. He joined Home in 1915 
and was in the metropolitan depart- 
ment until 1943 when he became a 
partner and vice-president of McDaniel 
& Co., New York agency. He was named 
president in 1953. 

When Home acquired the agency in 
1956, Mr. Hickey rejoined the company 
as a manager in the metropolitan de- 
partment. 


Give Comments On 
“Net Profit” Editorial 


(CONTINUED FROM PAGE 6) 
applied an absolute minimum to each 
agency surveyed on the basis of 
similar activities in other fields of 
business. I cannot emphasize _ too 
strongly that the salary amounts have 
been carefully held to an absolute 
minimum. 

“Additionally, I can tell you from 
my own experience, as well as that of 
others whose agencies are incorporated 





and whose ownership is distinct from 
the insurance function in most re- 
spects, that the NAIA results very 
closely parallel the actual fact. In 
other words, the NAIA’s somewhat 
hypothetical analysis is extremely 
close to the actual practice where we 
can determine actual practice by act- 
ual corporate example.” 
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Lighter Art, Verse Give Lift To Travelers’ Ads 


(CONTINUED FROM PAGE 7) 


widest possible range of consumer 
products. 

A much higher percentage of mag- 
azine readers noted and read the ad- 
vertising than ever before. Travelers 
was outscéred only by three so-called 
glamour advertisers—high product- 
interest advertisers. Travelers’ adver- 
tising performed more than twice as 
well as the three other competing in- 
surance ads in the magazines concern- 
ed. It also outscored by a wide mar- 





Appraisal After 
Fire 

Up Settlement 
65%" 


Find out about types of appraisals you may 
need and how they are arranged for from the 
informative booklet “The Purposes of Ap- 
praisals” which is yours for the asking. Write 
Marshall and Stevens, 420 Lexington Ave., 
Dept. 234, New York 17, New York. 


*Actual case history on file. 








Service Guide 


O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 


220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 




















The LAWRENCE WILSON COMPANY 
Managing General Agents 
SURPLUS LINES - All Forms 
Representing LLOYD’S, LONDON 
First National Bank Building 
Tulsa 3, Okla. 








TRANS-CANADA ASSURANCE 
AGENCIES, INC. 
LLOYD'S CORRESPONDENTS 
SPECIAL RISKS—SURPLUS LINES 
REINSURANCE 
1231 Ste. Catherine St., West 
Montreal, Canada 











BOWLES, ANDREWS & TOWNE. Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
















RICHMOND ATLANTA NEW YORK 
PORTLAND 
g CONSULTANTS 
IN MARKETING AND MANAGEMENT 
FOR THE INSURANCE BUSINESS 
FRANK LANGTAASSOCIATES 
ONE NORTH LASALLE ST. 521 FIFTH AVENUE 


CHICAGO 2, ILLINOIS NEW YORK 17, N.Y. 








MANAGING 
GENERAL AGENTS 








Braerton, Simonton, Brown, 
Inc. 
740 Gas & Electric Building 
Denver 
Phone Acoma 2-485) 
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gin Travelers’ ads in these same 
magazines a year previously. Sub- 
sequent Starch scores through October, 
1958, averaged lower than the Jan- 
uary performance. But the blend of 
all scores on all ads in all tested 
magazines assured the company that 
it is getting the highest and most 
thorough readership it has ever en- 
joyed. 

Mr. Harrison said the company is 
winning a big audience. But the big 
question is whether it is winning any 
ball games in this well filled adver- 
tising stadium. He wondered what all 
the readers think of Travelers and its 
agents as a result of this reading— 
how much real dignity, real esteem is 
Travelers achieving with the adver- 
tising. 

The company undertook qualitative 
research to find out. It conducted in- 
terviews with primarily middle in- 
come respondents, married, and be- 
tween the ages of 25 and 45. They 
were asked to read the verse-and-car- 
toon ad and a competitor’s ad, which 
was felt was a fair representation of 
the competition. The comparative 
score in favor of Travelers and its 


agents was as follows: 20% more 
friendly, 21% more pleasant, 16% 


easier to deal with, 10% more inter- 
esting, and 8% more informative. 


Reader Impression Measured 


Another qualitative check was the 
Starch reader impression _ service 
which enables an advertiser to deter- 
mine the degree to which he suc- 
ceeded in communicating desired ideas 
and product meanings. 

Mr. Harrison said that Starch sum- 
marized reader impressions of a 
Travelers verse-and-cartoon ad that 
appeared earlier this year in Life, The 
Saturday Evening Post, Time, News- 
week and Parents magazines. Readers 
were agreed that this ad amusingly 
told them a true story about a family’s 
needs for protection and security and 
how it could be obtained. The car- 
toon approach not only attracted read- 


Three Year N.J. UCJF Report 


Shows Efficiency, Economy 


(CONTINUED FROM PAGE 5) 
secure a release, effect a settlement, 
deposit security or be adjudicated not 
liable. In each of these instances, the 
party aggrieved has no claim against 
the fund. 

For these reasons, 2,969 claims were 
closed without payment from the fund 
March 31, 1958. This includes situa- 
tions where the claimant withdrew 
or failed to pursue his claim. 


Eight Cases Interpreted 


During the first three years of the 
fund’s operation, eight cases were 
interpreted by upper courts of the 
state. Two of these were certified 
directly to the supreme court, and six 
were handled by the appellate division 
of the superior court. All of these 
except one involved interpretation of 
the UCJF law. 

Operational and administrative ex- 
penses of the fund have averaged less 
than $65,000 per year. This is a 
remarkable record, particularly in 
view of the efficient job that has been 
done by the fund and the board. This 
cost of operation for a full year stands 
out by comparison with the expense 
of operating the legal and state func- 
tions of the New York state compulso- 
ry insurance law, which is conserva- 
tively estimated to have cost in excess 
of $2 million during the first year of 
operetion. 





ers who did not ordinarily read this 
sort of advertisement, but it function- 
ed more subtly to produce sufficient 
indentification to make them take its 
message seriously, but not with such 
involvement that it made them 
anxious or tense. 

Travelers has found that its adver- 
tising is performing as well with busi- 
ness readers as with personal lines 
prospects, Mr. Harrison observed. Out 
of 83 advertisers in Engineering News 
Record, for example, Travelers was 
beaten by only two other advertisers 
in reader interest. 
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The company received few rave 
notices from producers, Mr. Harrison 
noted. This was disappointing, but 
rather than change the advertising, 
the company is determined to show 
agents that it is succeeding as it 
never has before in -communicating 
with prospects, in achieving the whole 
point of insurance advertising—pav- 
ing the way for an agent’s personal 
sale. Agents have merchandised the 
new campaign through the usual de- 
vices—reprints, mats, TV and radio 
spots, etc—much more heavily than 
they have past Travelers’ campaigns. 





* 


+ + + + + © © & & He 







* 
. 
* 
* 
. 
a 
. 
. 
* 
. 
» 
* 
* 

rs 


REINSURANCE EXCLUSIVELY 


COMPLETE AMERICAN PROTECTION 


AMERI CAN 
>RE-INSURANCE COMPANY 


99 JOHN STREET, NEW YORK 38, N. Y. 
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INC. 


STUART BUILDING «+ 


SEATTLE, WASHINGTON 





UTILITIES INSURANCE COMPANY 
PREFERRED FIRE INSURANCE COMPANY 


315 Pine Street 


AUTOMOBILE 


WORKMEN'S COMPENSATION 


St. Louis 2, Mo. 


LIABILITY 
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Editorial Comment 


Regulated Business Sells “Good Earnings” 


While insurers, notably those in au- 
tomotive liability, are fighting to make 
it clear to insurance departments that 
they need rate increases in order to 
survive, it is interesting to note that 
the Bell Telephone System is adver- 
tising the benefits of “good telephone 
earnings.” 

One recent advertisement describes 
“the three way benefits of good tele- 
phone earnings.” The telephone sys- 
tem then goes on to give reasons why 
the earnings should be good, so far as 
ithe public is concerned. The implica- 
tion is that for several reasons the 
telephone system should be allowed to 
make profits, though the word profits 
is not used. 

These reasons are that “earnings” 
benefit the telephone customer by pro- 
viding the means to expand and im- 
prove the service and do it economi- 
cally. Those earnings benefit the em- 
ploye. because they help to provide 
good jobs. They also benefit the in- 
vestor by protecting his savings and 
insuring him a good, secure return. 

Furthermore, “there is, indeed, no 


basis for the belief that keeping tele- 
phone earnings low is a sure road to 
keeping rates low. Such a philosophy, 
by limiting progress and long-pull 
economies, will lead almost always to 
the opposite result—poorer service at 
a higher price than the customer 
would otherwise have to pay. 

“In all lines of business, it’s the 
companies whose earnings are good 
that are able to make the best prod- 
ucts, provide the best service, and give 
the best values.” 

We think the fire and casualty in- 
surers subscribe to this reasoning. 
However, the telephone business is 
not assuming that all (including gov- 
ernmental regulatory bodies) under- 
stand this, but is taking the trouble to 
tell them. Would it be a good idea for 
the insurance business to stress to the 
public that it would be wise to have 
“good earnings” for the reasons stated? 
For the insurance business the needs 
of good earnings to expand and be 
able to meet the growing demands for 
insurance is especially important.— 
K.O.F. 


Why Stay On The Back Page—Or None? 


Many in the business have often 
complained about the lack of news- 
paper support in educating the public 
on the facts of insurance life. They 
should be delighted with the current 
hard hitting campaigns conducted by 
two leading publications in Dade 
county, Fla—one of the worst areas 
for liability insurers in the country. 

Both publications have featured 
front page news stories with banner 
headlines on the deplorable claim 
situation. These have been supple- 
mented by feature articles and editor- 
ials exposing fraudulent and repeat 
claimants and giving full publicity to 
remedies suggested by insurance men. 

The News gave front page headline 
treatment to the story of a Miami 
doctor wko was cited for perjury in a 
case in which he claimed to have 
treated a woman claimant 176 times 
after she drank tainted ginger ale. His 
bill was more than $2,100. An accom- 
panying story pointed out that the 
same doctor was involved in a suit 
thrown out of another court on the 
day before when the judge ruled the 
case a sham. A woman patient of the 
doctor was seeking $5,000 in damages 
resulting from a fall in an apartment 
house he owned. The judge referred 
the case to Dade County Bar Assn.’s 
grievance committee. The News dug 
out the fact that the same woman and 
the doctor had sought recovery in 1955 
for medical bills for alleged injuries 
the woman suffered while the doctor 
was driving her car. 

A third front page News story 
featured an interview with the doctor 
and revealed that the state medical 
board had revoked his license in 1954 
but the state supreme court had 
restored it on his appeal. He had 


allegedly testified in court that he was 
a member of Dade County Medical 
Assn., which reportedly had turned 
him down. This testimony led to the 
perjury charge. The News subsequent- 
ly did a wrap-up story on the doctor’s 
present and past claim activities. 

The News not only gave prominent 
space to a proposal for a clearing 
house to check on all insurance claims 
and root out phony claimants in Dade 
county but stated in the story that 
sky-high insurance rates stem directly 
from the ambulance chasing, presen- 
tations of false claims, and tie-ins 
between certain doctors and lawyers, 
which it featured in a _ continuing 
exposure series. The clearing house 
proposal was sent to Commissioner 
Larson by I. I. Probst of Lally Ad- 
justment Bureau, Miami, who said that 
if such an agency had authority to 
direct insurers to defend certain cases, 
the expensive practice of settling many 
suits out of court would be halted. Mr. 
Probst believes that if all companies 
would agree to defend vigorously all 
of the frivolous actions that are filed 
and to defend cases where there is a 
medical build up, soon the attorneys 
and the doctors would be forced into 
so much litigation the situation would 
change. 

Meanwhile, the Herald has carried 
some fascinating rundowns on fantas- 
tic claim situations in Dade county. 
The paper traced the record of a lady 
who has been falling her way to for- 
tune in supermarkets and on buses. 
It also related the story of a dishwasher 
and field hand who cannot read 
English. He signed a statement for an 
investigator, and wound up being 
x-rayed by a doctor he never heard 
of and represented by a Miami at- 


torney he had never seen in a case in 
which he apparently never intended 
to file a claim. 

The Herald has also reported the 
activity of Dade County Bar Assn. and 
its attitude toward curbing ambulance 
chasing. The association is reportedly 
in favor of laws making it illegal for 
any public employe to suggest either 
a lawsuit or a lawyer to any accident 
victim. The Herald also has followed 
and reported fully on other proposed 
legislative curbs on the fantastic claim 
situation in Dade county. 

Thanks to the News and the Herald, 
which obtained some background data 
from sources in the business, anyone 
in Dade county who can read now 
knows the score in relation to liability 
claims by fakers and careless repeat- 
ers and their effect on insurance rates. 
The direct story came from the 
enterprising reporters and editors of 
the two papers. The impact on public 
consciousness from this source is 
immeasurably more effective than the 
results gained from company produced 
mailing pieces explaining higher rates 
or from statements in paid advertising 
space taken by companies. Anyone 
with the price can tell his story ifhe 
pays for it. Regrettably, the public 
often shrugs off information they get 
from what they consider a specially 
interested source. 

The two Miami papers have shown 
what can be done to arouse the public. 
Admittedly Dade county is a claim 
conscious hot bed where the situation 
cries for action. But there are other 
areas in the country where the need 
for such a campaign is also imperative. 

Perhaps the business might consider 
taking advantage of the opportunity 
to give more of the claims facts of 
life to communications experts in 
sections where the need is great. These 
experts are on the daily papers, and 
they know how to get the message 
across. After all, it is front page news. 
Why not try it?—J.N.C. 





Personals 


Arthur M. Jens Jr., Fred. S. James 
& Co., has received one of Sports Il- 
lustrated’s Silver Anniversary All- 
America awards. The annual designa- 
tion is based on career achievement 
of college seniors of 25 years ago who 
won football letters and who “have 
most signally distinguished them- 
selves in American professional, busi- 
ness and community life in the gen- 
eration since 1933.” Mr. Jens gradu- 
ated from Northwestern, where he 
played right end. 


Andrew Bolt, Grand Rapids agent 
and chairman of the Michigan house 
insurance committee for several ses- 
sions, has become the business boss of 
a legislative colleague in the upper 
chamber, Sen. Perry Greene. Sen. 
Greene, who has been in the drug 
business at Grand Rapids, has retired 
from the drug business and_ sold 
his interest and has entered the Bolt 
agency in an active capacity. 


Charles L. Flynt of Hartford Fire 
group’s composing room staff has re- 
tired after nearly 49 years with the 
company. He nas been prominent in 
Hartford singing groups. 
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Deaths 


BEN R. TURNER JR., Indiana man- 
ager of Fidelity & Deposit, died at 
Methodist Hospital in Indianapolis 
Christmas night. Suffering from bone 
cancer, Mr. Turner had not been able 
to come to the office since June. He 
spent his entire business life with F.& 
D., moving to Indianapolis in 1927 after 
a year in the claims department in De- 
troit. At the time of his appointment as 
Indiana branch manager in 1929, he 
was the youngest branch manager in 
the company. His father, Ben Turner 
Sr., had been an agent representing F. 
& D. in Mt. Sterling, Ky. 

Mr. Turner was past president of 
both the Indiana Casualty & Surety 
Managers Assn., and Surety Assn. of 
Indianapolis. He was a graduate of 
Union College, Schenectady, N. Y., 
and was an active booster of com- 
petitive swimming, serving as an AAU 
official and timer at many champion- 
ship meets. He is survived by his wife 
and two daughters, one of whom is a 
champion swimmer. 


J. ADDISON INGLE, 62, Charleston, 
S. C., agent, died in the hospital there. 


PAUL T. CREAGAN, 67, retired 
superintendent of the claims depart- 
ment of Security of New Haven, died 
after a long illness. He had been with 
the company for 40 years when he 
retired in 1956. 


WILLIAM M. CURRY, 64, office 
manager at Louisville for Travelers, 
died there. 


AMOR B. SUMMERS, 76, for 20 years 


| an engineer with Ocean Accident and 


Columbia Casualty, died at St. Peters- 
burg, Fla. He had retired about 10 
years ago. 


WILLIAM W. BRANCH, 51, local 
agent at Birmingham, died there. He 
was a past MLG of the Alabama pond 
of Blue Goose. 


MICHAEL J. McNALLY, 72, re- 
tired secretary of Johnson & Higgins, 
died at the Misericordia Hospital, New 
York. 


BUFFINGTON S. MAYER, 71, local 
agent at Baton Rouge, for many years, 


| died there. 


THEODORE J. BEDFORD, 71, secre- 
tary of Loyalty group, died of a heart 
attack at his home in Verona, N. J. 
He was to have retired Dec. 31. Mr. 
Bedford began in 1918 with New Jer- 
sey Fidelity & Plate Glass Ins. Co. 
where he became claims manager. 
He joined Loyalty group in 1932 as 
chief examiner and became secretary 
in 1936. 


THOMAS G. TINSLEY, 89, vice- 
president of J. Ramsay Barry & Co., 
Baltimore agency, died. 


WALTER L. HAARMANN, 56, vice- 
president of Fuss & Haarmann agency 
of New York, died. 
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Stocks 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, December 30, 1958 


Bid Asked 
Aetna Casualty 183 
yt Dy, en 79 
Aetna Life .................. 243 
American (N. J.) : 27% 
American Motorists .... 18 
American Surety 21'2 
pO oe 35 
Continental Casualty 1104 
Crum & Forster com. 70 
IO cn irisaddiianttintnnniereints 62 
beg i” 5912 


General Reinsurance .........0c0 
a TEER SPAM NI  OO 36 
Globe & Republic ...............:.:cces 













Great American Fire ...... 4542 
Hartford Fire ............ 186 
Hanover Fire ............. 4442 
pL A ee ree 4612 
Ins. Co. of No. America widaneinaion 134 136 
RE TI, cetscntcrreo monies ‘ 37 39 
Maryland Casualty 3942 41 
Mass. Bonding ...... 38 40 
National Fire ....... 107 Bid 
National Union ... 40 42 
New Hampshire 42 44 
North River ... 39 41 
Ohio Casualty 2412 Bid 
Phoenix Conn. 77 79 
Prov. Wash. ....... 19% 20%2 
Reinsurance Corp 17 18% 
Reliance ...... aealii calas 4912 51 
St. Paul F. & M. eeediacseeniy 59 61 
Springfield F. & M. ...... 34 35 
Standard Acciaent 59 61 
PUI « siiecanseninidivetadennsitin 95 96 
pS ' Ae Ss Gee .- 80% 8212 
ee  crctpntnaseniodasnenen 31 32 


North British Enters 


Sesquicentennial Year 
(CONTINUED FROM PAGE 15) 

paid to that date, amounting to more 

than $1% million, with other claims in 

process of settlement. 

A year later the company was in- 
volved for $742,000 in the Boston fire 
and again prompt settlements were 
made. The fire at Baltimore in 1904 
resulted in payments of $853,000. 

But in 1906 came the supreme test 
when San Francisco burned with a 
property loss of $350 million and a loss 
to stock insurers of about $225 million. 
The claims against North British 
amounted to $3,684,000 and the com- 
pany was included in what the local 
press called the Roll of Honor, a list 
of companies which had met their obli- 
gations at once and without vexa- 
tious delay. North British also sub- 
scribed liberally toward the relief of 
sufferers. 

Beginning its 150th year, North 
British believes it is entitled to its 
anniversary slogan, “Sesquicentennial 
of Service and Stability.” 


Godwin & Reese Insurance agency 
is the name of a new firm brought 
about by combining the facilities of 
the two Greensboro, N. C., general 
agencies of Weston R. Reese and 
Grover C. Godwin. Located at 1053 
Battleground avenue, the combined 
agency will continue to represent the 
same group of mutual fire and casualty 
companies. 





“Service Beyond The Treaty” 


Intelligent Reinsurance Analysis 
FIRE * CASUALTY + TREATY * FACULTATIVE 


REINSURANCE 4... J. 


CHICAGO 6, ILLINOIS - 309 W. JACKSON BLVD. 
WABASH 2-7515 
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LIARS 


SPEED 
Makes the Difference 


Fast bonus service on special risks . . . you'll get it at 
Geo. F. Brown & Sons! Here is a staff of 185 Surplus line 
specialists who will provide your clients with the best-fit- 

ting coverages, give you right answers—/ast. Direct ties 

with London markets mean swift efficient placement. 
Only at Brown does a Univac electronic brain speed com- 
putations from hours to seconds. It all adds up to fast 
bonus service that holds clients, converts to bonus earning. 
See what this difference does for you. Place your next spe- 
cial risk through this faster Surplus line facility . . . 





INC. 


WaAbash 2-4280 
WOrth 4-0745 


GEO. F. BROWN & SONS, 


175 West Jackson Boulevard e 
116 John Street a 


Chicago 4 e 
New York 38 ° 
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FieNATIONAL UNDERWRITER 


Revise Auto Rates In O., Ida., And Mont. 


(CONTINUED FROM PAGE 1) 


garage risks buying broad coverage. 
Farmer discount continued at 30%. 

NAUA raised comprehensive prem- 
iums for popular priced new private 
passenger cars $2 in the larger cities 
and in several counties. The increase 
was greater for higher priced cars 
and less for older, lower priced models. 
In many areas the present rate con- 
tinued. 

Private passenger collision rates 
with the $50 deductible were de- 
creased by 3.7% to 14% in cities 
where experience improved but in- 
creased by 4% to 9% elsewhere. The 
$100 deductible rate in Cleveland was 
reduced approximately 5% and in- 
creased 5 to 15% in the rest of the 
state. The farmer collision discount 
was increased from 20 to 30%. Col- 
lision premiums for commercial cars 
operating within a 50 mile radius 
were cut 14%. 

In Idaho, National Bureau reduced 
private passenger liability rates state- 
wide by an average of 4%, with reduc- 
tions ranging from $1 to $3. Com- 
mercial liability rates were reduced 
approximately 2% and liability rates 
for garage risks buying the broad 
coverage were increased an average 
of 24%. Farmer discount remained at 
30%. 

NAUA reduced premiums for full 
coverage comprehensive for popular 
priced new private cars $2. Premiums 
for $50 deductible collision coverage 
on these cars, limited to family use 
and with no male driver under 25, 
have been reduced $8. On commercial 
auto risks, fire rates were reduced 
10% and comprehensive rates, de- 
pending on distance of operation, were 


increased a maximum of 8%. 

In Montana, National Bureau in- 
creased private passenger liability 
rates less than 1% statewide. In the 
large cities, rate increases range from 
$2 to $3, except for cars owned or 
principally operated by men under 25 
on which the rise is $8. Rates are 
virtually unchanged in the rest of the 
state. 


Increase For Broad Coverage 


On commercial cars, there was an 
average statewide liability reduction 
of approximately 10%, and an in- 
crease of 3% for garage risks buying 
the broad coverage. 

NAUA reduced the rates for $50 
deductible collision coverage on popu- 
lar+priced cars, limited to family use 
with no male driver under 25, by $6. 
On commercial cars, the fire and the 
comprehensive rates were reduced 
approximately 10%. 


Zurich Offers High Limit 
Accidental Death Cover 


Zurich is offering a program for 
providing high indemnity accident 
death insurance that can cover the 
insured up to $250,000. Minimum 
amount issued is $15,000. The plan also 
can include accidental dismemberment 
benefits in the same amounts as for 
accidental death. It is written on an 
annual basis. 

The program also offers additional 
optional coverages. They are weekly 
accident income protection, minimum 
$25, maximum $250, and accident med- 
ical expense reimbursement in $1,000 
amounts from $1,000 to $5,000. 





WANT ADS 


Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 
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ENGINEERS 
(FIRE) 


We have exceptional opportunities for 
men capable of taking on delegated 
field engineering and underwriting re- 
sponsibilities for fire and allied lines. 
While an engineering degree will not 
be necessary, technical experience with 
a rating bureau or a fire company is re- 
quired. Training is given before branch 
territory assignment. You should be will- 
ing to re-locate and do considerable 
traveling, though the extent of travel 
will vary by location. Write George 
Whaley, Personnel Dept., 407 Grant 
St., Wausau, Wis., giving brief sum- 
mary of education and experience. 


EMPLOYERS MUTUALS 
of WAUSAU 








WANTED 

Claims Manager for Bodily Injury and 
Property Damage coverage. Must have 
talent for administration as well as super- 
vision of claims settlement using both resi- 
dent and independent adjusters. Send 
résumé of education, experience, desired 
salary range, and personal data. All re- 
plies confidential. Write James Pit- 
tard, United Public Insurance Co., 
108 E. Washington St., Indianap- 
olis, Ind. 











COMPTROLLER 


For fire-casualty-life and mortgage, loan 
operation. Must be experienced, exception- 
ally well qualified and either a CPA or 
CPCU. Open salary, bonus and stock op- 
tion. Enclose photograph with résumé. Re- 
plies absolutely confidential. The man who 
fills this job has got to really have IT! 

Bavid W. Thomas, President 

Delta Insurance Companies 

P.0. Box 2871 
Baton Rouge 1, Louisiana 








FIRE PRODUCTION MANAGER 


Large multiple line stock company has 
opening in its midwest office in Chicago 
for a Fire and Marine production manager. 
This is a newly created position offering 
excellent opportunities. Salary open—age 
to 50. Please give full details of past expe- 
rience in reply to box D-80, National 
Underwriter, 175 W. Jackson Blvd., Chi- 
cago 4, Ill. 








FIELDMEN 

| Fire Fieldman for Ohio territory. | Multiple 
Line Field with phasis on Fire for central 
Illinois with headquarters in Peoria. Prior expe- 
rience necessary for this leading Multiple Line 
company. Age under 40. Reply Box D-8!, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 














Clyde Cecil Joins NAII 
As Assistant Secretary 


Clyde Cecil, formerly manager of the 
Colorado Farm Bureau Mutual, has 
been appointed assistant secretary of 
National Assn. of Independent Insur- 
ers. 

Mr. Cecil will provide general staff 
assistance in legislation, insurance de- 
partment relations and administration 
of association affairs in addition to 
heading up NAII’s newly formed traf- 
fic safety department. He is a former 
member of the NAII board of govern- 
ors. 

Mr. Cecil joins NAII after eight 
years as general manager of Colorado 
Farm Bureau Mutual. For two years 
previously he had been manager of the 
Colorado division of Farm Bureau Mu- 
tual of Kansas, becoming general man- 
ager of Colorado Farm Bureau Mutual 
when it was organized in 1950. 


Milton Price Winds Up 
35 Year Career With 
St. Paul F.4M. Group 


Milton D. Price, a director and 
chairman of the executive committee 
of St. Paul Mercury, on Jan. 1 ended 
his connections with the St. Paul F.&M. 
group that began in 1923 when he was 
made a special agent in Ohio. Mr. Price 
retired from active service five years 
ago under the company retirement 
plan, but remained as a consultant. He 
served as automobile department man- 
ager, secretary of St. Paul F.&M. and 
St. Paul-Mercury Indemnity, and later 
was president of both Mercury and St. 
Paul-Mercury Indemnity. 
Contributionship Names Miller 

Edwin C. Miller has been elected 
assistant treasurer of Philadelphia 
Contributionship, the nation’s oldest 
fire insurance company, founded by 
Benjamin Franklin in 1752. Mr. Miller 
joined the company in 1955 and was 
elected assistant secretary in 1956. 


Northington Blasts 
Politics In Insurance 


(CONTINUED FROM PAGE 1) 
and this delay will permit my successor 
in office to conduct the hearing within 
the statutory 30 day limitation. 

“My resignation has been brought 
about by the simple fact that the auto- 
mobile casualty rate filing has degen- 
erated into nothing more or less than a 
highly publicized controversial polit- 
ical issue and will undoubtedly be de- 
termined upon political considerations. 
Since it can not be decided solely upon 
the considerations fixed by statutes 
and in the manner required by law, I 
will not be a party to any other action. 
I wish to be perfectly honest with you 
and say that I cannot in good con- 
science assume to pass upon an import- 
ant public issue which is presented in a 
form of a hybrid of statutory law and 
politics. I would like to make perfectly 
clear that all my life I have been en- 
gaged in business pursuits as an aver- 
age business man except for the time 
I was in World War II both here and 
overseas, and neither my business nor 
military training made a politician of 
me. I am frank to say I never intend 
to use political expediency in meeting 
any issue in life. Those who admire 
such traits of character can have them. 
I have no apologies. 

“It is my pleasure to announce my 
resignation as commissioner of insur- 
ance of Tennessee after some six years 
in that office, and after rendering what 
I know to be honorable service to my 
state.” 
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Ketchum To Head 
Blue Cross-Blue Shield 
Coordinating Agencies 


Jay C. Ketchum, executive vice- 
president and general manager of 
Michigan Medical Service (Blue 


Cross) on March 1 will join Health 
Service and Medical Indemnity in 





Chicago as executive vice-president. 
Health Service and Medical Indemnity 
are the coordinating agencies for the 
Blue Cross and Blue Shield plans in 
the U. S. and Canada. 

Mr. Ketchum, a former Michigan 
deputy commissioner, has managed the 
Michigan Blue Shield since 1941. Earl- 
ier he was a senior vice-president of 
the D. F. Broderick companies and 
secretary-treasurer of Great Lakes 
Casualty of Detroit. | 


Keating, | Van Wagner 
In Home N. Y. Shifts 


Walter Keating, general manager of 
Home’s midtown New York office, — 
been transferred to the home office 
metropolitan department where he wil] 
assist Norman C. Frost, vice-president, 
in the supervision of all New York 
City and Brooklyn offices. Kingsley 
Van Wagner has been named manager 





of the midtown office. 
Mr. Keating has been with Home) 
since 1929 in production, underwritin 
and administrative capacities, main 
in the Metropolitan area. Mr. Van Wag- 
ner joined Home in 1926. He was ap- 
pointed assistant manager of the city 
division in 1949 and manager of a con- 
solidated metropolitan and service de- 
partment production unit in 1956. 


Mutual Benefit H.4A. 
Sets Up School At S.F. 


Mutual Benefit H.&A. has _ estab- 
lished a training school for A&S sales 
and service counseling at San thos 





cisco. The school will augment thos 
at Omaha and Pittsburgh, and th 
year-long classes will begin Jan. 12 

C. Thomas Wood has been name 
chief instructor, and S. A. Salerno an 
Frank Lea will assist him. 

Since Mutual’s permanent training 
program began seven years ago, more 
than 6,000 men have received super- 
vised field training at the schools. 


Leo Mingenbach Retiring 


Leo A. Mingenbach, executive ai 
president and a director of Hardware 
Mutuals, has reached retirement age 
and retired Dec. 31 after 32 years 
with the company. 

Mr. Mingenbach, who began inp 
insurance after World War I service, 
was with Farmers Alliance of McPher- 
son, Kan., until 1922, when he becam 
a staff member of American Mutu 
Insurance Alliance in Chicago. He 
resigned in 1926 to go with Hardwar 
Mutuals as an examiner in the fi 
underwriting department. He was in 
various positions with the company 
until his election as executive vic 
president in 1945. 

Mr. Mingenbach was named presi 
dent of National Assn. of Mutu 
Insurance Companies for 1947 and has 
also served as president of Federation 
of Mutual Fire Insurance Companies. 
















NOSKER EMPLOYMENT AGENCY 
Insurance Specialists 34 Years 
California Positions 
Male—Female 
All Lines 
610 So. Broadway 





Los Angeles 14 








Janua 


Tea 


ber su} 
in wh 
Among 
jnsural 
staffed 
availak 
more i 
insural 
rate” | 
ber w1 
rate a 
—who 


States 


Plac 
of sta 
that k 
adequé 
state 
steps t 
ulation 
able. | 
extrem 

Ther 
the fe 
always 
noted. 
govern 
in its 
face si 
to ree 
state {| 
by the 
will ni 
within 

As | 
year, | 
Wright 
a fair 
Brown 
“Conce 
Pensio 

The 
most s 
and na 
in the 
agreed 
for a 
assume 
in the 
partme 

Vari 
schools 
report: 
Arthu 
sity, r 
ports 
way; 
busine 
picion 
emy, | 
been : 
accept 
noted. 


No Sr 


Mr. 
for sti 
throug 
Insura 
special 
genera 
tions } 
is how 

“Ris 
Study, 
Ralph 
tired), 
paper 
lem of 
in bu: 
suranc 
Prof. 
variou 
said, 1 
cialize 
chase | 
busine 
who f 
the jol 

Dur 
493 cx 


XUN 


























January 2, 1959 


FieNATIONAL UNDERWRITER 


Teachers Hear Both Sides Of Curriculum, Regulation Issues 


ber suggested there were several ways 
in which this could be improved. 
Among the suggestions were that the 
insurance departments must be fully 
staffed; sufficient funds must be 
available, and the public must take 
more interest in what is happening in 


| insurance. As to the “high mortality 
| rate’ among commisioners, Mr. Ger- 


ber wryly noted that a high mortality 
rate also exists among congressmen 
—who must run every two years. 


States Performing Adequately 


Placing himself firmly on the side 
of state regulation, Mr. Gerber said 


| that by and large it is performing 


adequately. But where it is not, the 
state itself should take necessary 
steps to right the situation. Dual reg- 
ulation is unnecessary and unwork- 
able. The “local point of view” is 
extremely important, the director said. 

There is a fallacy in existence that 
the federal government can somehow 
always do it better, the speaker 
noted. This is in error. The federal 
government is as susceptible to quirks 
in its makeup as are the states. Both 
face similar problems. It is important 
to realize, Mr. Gerber stated, that 
state preservation can only be saved 
by the states themselves. The battle 
will not be won in Washington; only 
within the states. 

As no award was designated last 
year, the 1958 winner of the Elizur 
Wright award was naturally accorded 
a fair share of attention. He is D. C. 
Brownson, and his book is entitled 
“Concept of Actuarial Soundness in 
Pension Plans.” 

The first day’s activities were al- 
most solely concerned with the place 
and nature of the insurance curriculum 
in the education system. Most speakers 
agreed that the curriculum was due 
for a shakeup; all felt that it must 
assume a more dignified status with- 
in the business administration de- 
partment. 

Various studies are being made of 
schools of business and the consequent 
reports will be extremely critical, 
Arthur M. Weimer, Indiana Univer- 
sity, remarked. It is hoped these re- 
ports will not be taken the wrong 
way; especially since the school of 
business is already viewed with sus- 
picion by older segments of the acad- 
emy, Prof. Weimer said. It has only 
been in recent years that “grudging 
acceptance” has been received, he 
noted. 


No Specialized Subject 


Mr. Weimer said that the best way 
for students to study the business is 
through the eyes of the manager. 
Insurance must not be seen as a 
specialized subject. It is definitely a 
general subject with wide ramifica- 
tions in the business world, and this 
is how it must be taught. 

“Risk as a Special Subject of 
Study,” was the title of a paper by 
Ralph H. Blanchard, Columbia (re- 
tired), delivered by Mr. Hedges. The 
paper primarily dealt with the prob- 
lem of overcoming a “general illiteracy 
in business” regarding risk and in- 
surance. Inroads have been made, 
Prof. Blanchard stated. He quoted 
various business executives who, he 


| said, realize that insurance is a spe- 


cialized field far beyond routine pur- 
chase of policies. Most forward-looking 
businesses have an insurance manager 
who has been specifically trained for 
the job. , 

During the 1956-57 academic year, 


1 493 colleges and universities offered 


(CONTINUED FROM PAGE 1) 


“jnsurance” courses, but 398 of these 
were general or survey courses, Prof. 
Blanchard noted. The intricate and 
independent disciplines which have 
been developed in an effort to under- 
stand the question of risk demand its 
treatment as a_ specialty, he con- 
cluded. 

Following the delivery of this paper, 
two discussants, Joseph F. Trosper, 
Southern Methodist University, and 
Irving Pfeffer, UCLA, seconded its 
general content. 

Prof. Pfeffer said that the running 
of a medium-large insurance company 
is occasionally taught, and “this is 
certainly the easier part of the cur- 
riculum.” Seminars in risk manage- 
ment lack cases and are accordingly 
descriptive and thin in intellectual 
content, he said. 


Exercising Intellectual Muscles 


The sole test of fitness for insur- 
ance courses should be the degree to 
which they exercise the intellectual 
muscles of the student, plus the so- 
cial or cultural significance of the 
field of study as measured by acad- 
emic faculties, Mr. Pfeffer stated. There 
is also the problem of whether risk 
management can be taught at all 
without drifting into narrow vocation- 
alism, he said. 

Sponsored by Chicago life compa- 
nies, the first day’s luncheon was con- 
siderably enlivened by its speaker, F. 
J. McDiarmid, investment vice-presi- 


Ind. A&S Probers Make 
Four Recommendations 
For Legislative Action 


The Indiana joint legislative com- 
mittee which has been investigating 
hospitalization insurance in the state 
has drafted four bills it recommends 
for passage in the state’s general 
assembly convening this month. 

The first bill would establish an 
advisory board to the insurance de- 
partment; the second would prohibit 
tax supported or tax exempt hospitals 
from entering into contracts with 
insurers for the rendering of services 
without regard to actual costs; the 
third would require a written examin- 
ation for all types of agents’ licenses; 
and the fourth would give the depart- 
ment an additional 30 days in which 
to reject any new policy forms, riders, 
or endorsements filed with it. 

The proposed advisory board would 
be appointed by the governor and 
consist of a life man, a fire-casualty 
man, an A&H man, a person not 
connected with the insurance business, 
and the insurance commissioner as an 
ex officio member. Functions of the 
board would include administrative 
counsel with the department, regula- 
tions governing the operation of the 
department, and investigation of all 
matters under the jurisdiction of the 
department. 

The primary effect of the licensing 
bill would be to require departmental 
examination for a life license, which 
is now issued on the completion of an 
approved course of study. All other 
types of licenses in the state already 
require a departmental examination. 

Under the present law, new policies, 
riders, and endorsements, are sub- 
mitted to the department, which has 
30 days in which to object. If it does 
not object in that time, the form may 
be issued. The new law permits the 
department to take another 30 days 
on notification to the company within 
the first 30. 





dent Lincoln National Life. Noting that 
his remarks were culled from a paper 
entitled “Inflation and Life Insur- 
ance” he had delivered at the recent 
Cincinnati meeting of Society of Ac- 
tuaries, Mr. McDiarmid said that paper 
had established him as the Boris Pas- 
ternak of the actuarial profession. 
Prices, Mr. McDiarmid said, seem to 
be operating on the ratchet system: 
They go up, catch hold, and go higher. 


Queries Optimistic Figures 


With regard to the present status 
of insurance instruction, Harry J. 
Loman, University of Pennsylvania, 
stated that despite an optimistic body 
of figures all definitely is not bright. 
Percentage figures indicating huge 
increases in institutions offering in- 
surance courses are not so impressive 
when one realizes that much of the 
increase was not self-generated, he 
said. The insurance industry and var- 
ious educational programs have been 
the impetus. Further, very few de- 
partments of insurance have been set 
up, and the subject is still classed as 
“fringe.” 

Although one problem of the’ pro- 
fessor is deans who are not impressed 
by the importance of insurance, other 
factors contribute to the instructor’s 
unimpressive status, Prof. Loman said. 
Two of these are: Courses which are 
overly technical, burdened with ir- 
relevancies, and _ industry-oriented, 
and a limited supply of qualified in- 
structors. 

The current curriculum ferment 
will mean many changes, Mr. Loman 
stated, and insurance instructors must 
be ready for the challenge. They 
must be prepared to defend their sub- 
ject or see it permanently relegated 
to a “minor league” status. 

Agreeing with Mr. Pfeffer that all 
courses should be carefully checked 
as to their permanent value, Mr. 
Loman said they also should comply 
with the current demand for inter- 
relationship of all subjects. He further 
suggested that a less mechanistic, 
more philosophic, conceptual and com- 
prehensive definition of insurance was 
very much in order. 

Mr. Loman’s paper was then dis- 
cussed by a panel consisting of Wil- 
liam M. Howard, University of Florida; 
W. O. Bryson Jr., Morgan State Col- 
lege, and Robert M. Stevenson, Texas 
A&M. 


Should Benefit All 


Prof. Howard felt that any changes 
in the curriculum, if they come at 
all, will come slowly. He said he saw 
no particular need for a separate in- 
surance ‘department, and he certainly 
has no objection to having insurance 
a part of the business department. 
The type of course most needed is 
that which will be of some benefit 
to people not necessarily going into 
insurance as a career, he said. 

Prof. Bryson was more in agree- 
ment with Mr. Loman, but stated that 
many technical aspects of the courses 
must be deleted depending upon the 
needs of individual students. 

Prof. Stevenson chose to attack the 
problem from another angle. Ask in- 
dustry what type of curriculum it 
wants, he suggested. Questionnaires 
could be sent to the industry in an 
effort to ascertain exactly what cur- 
rent neeiis are. There is unlikely to 
be much, or any, agreement, however. 
He said he has had occasion to talk 
to men from the industry as to re- 
quirements. Some demand a record of 
multitudinous insur@nce courses; oth- 


23 


ers prefer to take the man and train 
him themselves. The important thing 
is to talk to placement officers rather 
than with “the top. brass,” Mr. 
Stevenson suggested. 

Monday morning’s session featured 
an extensive, general review of the 
taxation of insurance—on both state 
and federal levels. Frank J. Schwent- 
ker, University of North Carolina, was 
chairman, and participants were John 
W. Cowee, University of California; 
Robert L. Hogg, Ist vice-president 
Equitable Society, and George D. 
Haskell, director of education Ameri- 
can Mutual Insurance Alliance. 

It was the good luck of the teachers 
that they had a resourceful, stimulat- 
ing speaker at both of their lunch- 
eons. Following the LaSalle Hotel’s 
usual feast, James C. O’Conner, ex- 
ecutive editor of the F.C.&S. Bulletins, 
spoke at Monday’s luncheon. 

The many changes now occurring in 
the industry are primarily significant 
in that they presage others, Mr. 
O’Connor stated. One change begets 
another. The new homeowners will 
have a competitive rate, but the com- 
mission question has yet to be an- 
swered. 

The future will probably find di- 
rect writers and agency companies 
adopting each other’s good points, Mr. 
O’Connor suggested. As the process of 
assimilation goes into effect, the 
sharp differences now existing will be 
considerably modified. 


Quotes A Basic Tenet 


A basic tenet of insurance is that 
companies do not pay much money 
for business on which they lose 
money, he stated. This sound eco- 
nomic law is working now in the auto 
field, but a turn of experience could 
very well reverse the situation. 

Evidence of continuing and exten- 
sive research in the field was in- 
dicated by a series of research reports 
given under the decidedly firm chair- 
manship of Richard M. Heins, Uni- 
versity of Wisconsin. These reports 
were: “Unattended Problems in the 
Making and Regulation of Fire Rates,” 
Harry J. Solberg, University of Cal- 
ifornia; “The Optimum Growth Rate 
for a Multiple Line Carrier,” Mr. Pfef- 


fer; “Workmen’s Compensation and 
the Handicapped,” C. Arthur Wil- 
liams, University of Minnesota; 


“Automobile Insurance Cost Problems 
—A New Jersey Case Study,” Philip 
Elkin, Temple; “Unemployment Com- 
pensation Benefit Problems,” Theodore 
Bakerman, Duquesne; “Experience 
Rating in Unemployment Insurance,” 
John Adams, Temple; “Over-Utiliza- 
tion and Health Insurance,” O. D. 
Dickerson, Florida State; “Health In- 
surance for Retired Persons,” Frank 
G. Dickinson, American Medical Assn.., 
and “A Comparison of Mortality Rates 
of Insured and Non-Insured Lives,” 
David B. Houston, UCLA. 

Sunday night’s fine banquet was 
sponsored by Western Underwriters 
Assn., represented at the meeting by 
Walter Dithmer. 


Patchin, Universal Appraisal Merge 

Patchin Appraisals of Minneapolis 
and Universal Appraisal of Minneapo- 
lis have consolidated. All clients of 
Universal Appraisal will continue to 
be served by Patchin Appraisals. 

Universal has been making indus- 
trial and commercial appraisals in the 
midwest for 21 years. D. S. Stebbins, 
president, has joined Patchin as a 
vice-president. 

Patchin Appraisals was organized 
six years ago by George Patchin, 
president. The company operates in 
36 states. 











EXPERIENCED 


THERE IS NO SUBSTITUTE FOR EXPERIENCE. And there’s no 
substitute for the services of an experienced reinsurer, with a first hand, detailed 
knowledge of all phases of American fire, marine, casualty, bonding 


and accident reinsurance. 


GENERAL REINSURANCE 
CORPORATION 


Largest American multiple line market dealing exclusively in Reinsurance 
ALL FIRE, CASUALTY, ACCIDENT AND SICKNESS, BONDING AND MARINE LINES 





Home Office: GENERAL REINSURANCE BLDG. | Midwestern Dept.: 314-317 FAIRFAX BUILDING, KANSAS CITY 5, MISSOURI 
400 PARK AVENUE, NEW YORK 22, N.Y. | Pacific Dept.:610 SO. HARVARD BOULEVARD, LOS ANGELES 5. CALIFORNIA 
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